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Cooking is an Art 


ND culinary artists possess as much temperament and keen judg- 
ment of working equipment values as other artists. 


Men and women who know good kitchen ware look for the Agate Trade 
Mark which is burnt in the enamel on each piece of agate nickel steel 
ware because they know that this brand gives them the quality they desire. 


Agate Nickel-Steel Ware has been used as Standard cooking equipment 
by good cooks for over forty years. 


It is handsome in appearance, double coated with a hard, glossy enamel 
—it possesses a smooth, highly polished surface and is guaranteed abso- 
lutely pure and safe for all culinary work. 


Every housewife takes an artist’s pride in her cooking—be prepared to 
meet her demands for good cooking equipment by having a stock of Agate 


Nickel-Steel Ware on hand. 


Writing today for our Catalog and prices is a siep to better business. 


Lalance & Grosjean Mfg. Co. 


1900 South Clark Street, Chicago, Illinois 
NEW YORK BOSTON 
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Long Beach Station 
Equipped with “Horse Head” Spouting 





Long Island Railroad Station at Long Beach, L. I. 


The Spouting on this Building was 
‘““Made from Horse Head Zinc” 


TEN REASONS WHY You should use ‘Horse Head’’ 
Rolled Zinc for Spoutings and Roof Trim: 


ALU A 


1. Zine cannot rust 

2. Zine will last indefinitely 

3. Zine is self-protecting 

4. Zine does not require painting 

5. Zinc’s color is attractive 

6. Zine blends well with architectural practice 

7. Zinc does not stain surfaces 

8. Zinc eliminates replacement cost 

9. Zinc is least expensive of all durable materials = 
10. Zine assures economy of roof upkeep. 


Send for our new booklet, ‘Building for Permanence”’ 


THE NEW JERSEY ZINC COMPANY 
160 FRONT STREET ESTABLISHED 1848 NEW YORK 


CHICAGO—Mineral Point Zinc Co., 1111 Marquette Bldg. 
PITTSBURGH—The New Jersey Zinc Co. (of Pa.), 1439 Oliver Bldg. 
CLEVELAND—The New Jersey Zinc Sales Co., 1138 Guardian Bldg. 


New Jersey\ 


AINC 


The world’s standard for Zinc products 
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USE CARE IN BUYING—-BUT BUY NOW 


The situation in the market, so far as hard- 
ware and kindred lines are concerned, shows 
a very decided improvement in one respect. 

Few merchants can be found who have 
heavy stocks on hand. 

Practically all are, in fact, short on many 
lines. 

Buying is, therefore, 
again. 

But while merchants are thus once more 
in the market, there is an altogether too 
large percentage of them who are refusing to 
buy for any more than just immediate needs. 

This is likely to cause not only these mer- 
chants considerable trouble in a few months 
but also many other merehants much diffi- 
culty, because manufacturers will naturally 
follow the indications of the market and will 
govern their operations by the actions of 
their customers. 

It is an admitted fact that both wholesale 
and retail stocks in hardware and accesspry 
lines are much lower in volume—-item for 
item—than for many years past. 


on the up-grade 


An exhaustive investigation of the stove 
business which is now being conducted by 
this publication indicates that the average 
number of kitchen ranges on hand in retail 
stores is less than half of what was carried in 
stock in 1914. 

In such cireumstances, there ought to be 
many more and larger advance orders than 
is the case now. 

True, there are wise buyers who are tak- 
ing advantage of the situation and are ar- 


ranging for reasonably large deliveries for 
Spring business, but the number of these 
buyers and the total of their orders are not 
large enough to justify the manufacturers in 
operating their factories at anything like full 
capacity. 

It is to be remembered that most manu- 
facturing enterprises operate to a large ex- 
tent on borrowed capital, i. e., they must have 
money to purchase raw material, they must 
pay out cash every week or at more or less 
frequent intervals in shape of wages to their 
operatives; they have to pay out other large 
sums for heat, light, power and other oper- 
ating expenses—and all of this means actual 
cash outlay, months before the payments 
come in from their customers. 

It is, therefore, in many cases a physical 
impossibility for manufacturers to operate 
unless they have a sufficient quantity of ad- 
vance orders. 

The natural result is that when—in two or 
three months at the most—rush orders come 
in they will not be filled because there will 
be no reserve stocks from which to fill them. 

We do not want to moralize—but 

Now is the time when you hardware mer- 
chants who hope to do a little business this 
spring and have the necessary gumption to 
go out and get it, can help yourselves and 
the manufacturers from whom you expect 
to buy, by placing orders for ‘reasonable 
quantities. 

Use care in buying. 

But buy now. 
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Random Notes and Sketches. 


By Sidney Arnold 


US RUHLING of Vaughan & 

Bushnell Manufacturing Com- 
pany, Chicago, Illinois; tells about 
a colored man who attended a re- 
vival meeting and who was ques- 
tioned by the preacher as follows: 

“Brother Williams, if the sum- 
mons were to come for you to go 
to heaven tonight, would you be 
ready and willing ?” 

“Looky heah, Mr. Tom,” was the 
reply, “ain't you ‘ware er de fact 
dot I done paid a month’s house 
rent in advance ?” 

* ok * 

The convention season is ap- 
proaching, says Frank E. Ederle 
of Grand Rapids, the energetic and 
popular secretary of the Michigan 
Sheet Metal Contractors’ Associa- 
tion. 

He urges everyone who attends a 
convention to contribute something 
worth while to the discussion— 
some selling method or trade ex- 
perience which will be profitable to 
the members. 

He says there is hint enough for 
the shirkers in this story: 


It was a missionary sermon, and 
a little girl who had accompanied 
her father seemed restless. 

When she reached home she 
asked her mother whether the na- 
tives of Africa wore any clothes. 

“No,” replied her mother. 

“Then,” retorted the observant 
young lady, “what was the use of 
that button father put in the col- 
lection ?” 

x ok x 

Talk about chickens coming home 
to roost! Just listen to this tragedy 
as told by John C. Henley of Tan- 
ner & Company, Indianapolis, In- 
diana : 

She was the daughter of a multi- 
millionaire. He was a visiting Eng- 
lish nobleman. 

At least, that’s what they had told 
each other at the seashore resort. 

And then, when she discovered 
that he came from her own modest 
little mid-West city, she was horri- 
fied. 


“But,” remonstrated the friend, 
who had brought her the evil news, 
“I can’t see why this is so very ter- 
rible. You need never see him if 


‘you don’t care to.” 


“But I can’t very well get out 
of it,” wailed the girl, “since it ap- 
pears that he’s the man who col- 
lects the installments on our phono- 
graph.” 

ak ok nK 

“You bet it gets pretty cold where 
[I come from,” said the man from 
North Dakota. “I’ve seen thirty- 
five below many a time.” 

“Call that cold?” said H. O. Rob- 
erts, secretary, Minnesota Retail 
Hardware Association, Minneapo- 
lis, Minnesota. “Why, where I 
come from, we put out the fires to 
save coal when it warms up that 
much.” 

Kk ok ok 

The present unsatisfactory con- 
dition of the Eighteenth Amend- 
ment is responsible for the follow- 
ing state of mind, in the opinion 
of H. A. Beaman of Indianapolis, 
Secretary of the Indiana Auxiliary : 

“What is your favorite musical 
instrument?” 

“T have none just at present,” re- 
plied Mr. Bibbles, “but I once saw 
a phonograph that took my fancy 
mightily.” 

“T thought you detested phono- 
graph music ?” 

“T do, but the playing mechanism 
had been taken out of this machine 
and it was used exclusively as a cel- 
laret.” 

*K * * 

A few Sundays ago an out-of- 
town visitor asked A. C. Marsh, 
president, Marsh Lumber Com- 
pany, Dover, Ohio: 

“Who are all these stiff-legged 
men that pass here this morning? 
Is there a hospital near?” 

“No,” answered Brother Marsh. 
“Those are some of our best citi- 
zens who don’t want to go to church 
with their wives. So they’re sneak- 
ing off to the links, each with a golf 
club stuck down his trouser leg.”’ 
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George H. Dietz, Lincoln, Ne- 
braska, the jolly and efficient sec- 
retary of the Nebraska Retail Hard- 
ware Association, sends me this 
clipping for a good laugh: 

A railway director rebuked a 
ticket collector who allowed him to 
go through the gate without pro- 
ducing his pass. 

“No matter if you do know who 
I am,” he said, in reply to the col- 
lector’s excuse, “I am entitled to 
ride free only when I am traveling 
with that pass. You don’t know 
whether I have it or not.” 

The collector, nettled into action, 
demanded to see the pass. 

“That’s right,” exclaimed the di- 
rector. “Here—why—where—well, 
I declare. I must have left it at the 
office.” 

“Then you'll have to pay your 


fare,” responded the collector, 
grimly. 
And he did. 


* * 


Down in Southern Missouri, the 
short cotton crop forced a large 
number of country negroes to the 
cities, says George M. Rinie of St. 
Louis, secretary, Missouri Retail 
Hardware Association. 

One of these applied for a job 
at one of the large employment 
agencies. 

“There’s a job open at the Ea- 
gle Laundry,” said the man behind 
the desk. “Want it?’ 

The applicant shifted uneasily 
from one foot to the other. “Tell 
you how it is, Boss,” he said final- 
ly. “I sure does want a job mighty 
bad, but de fack is, I ain’t never 
washed a eagle.” 


* 


Sharon E. Jones of Pittsburgh, 
the good-natured secretary of the 
Pennsylvania and Atlantic Seaboard 
Hardware Association, reports this 
dialogue : 

“How’s your daughter getting 
along with her vocal lessons, Mrs. 
Malaprop ?” 

“Very well, thank 
mother answered. 

“In fact,” she added, “she sings 
better than ever since she had her 
utensils cut out.” 


you,” the 
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The Latest News About Stoves and Ranges. 


Items and Discussions of Interest to the Manufacturer and 
Retailer of Kitchen Ranges, Heating Stoves, and Accessories. 


Adds New Style Range to 
the Paramount Line. 

An addition to the 
malleable line of combination gas 
and coal ranges has been made by 
the manufacturers, the Malleable 
Iron Range Company, Beaver Dam, 
Wisconsin. 

Its design is an entirely new fea- 


Paramount 


ture in combination range construc- 
tion. 

It unites the cabinet gas range 
equipment with a standard coal 
range to occupy no greater floor 
space than the average gas range. 

The fact that the oven and broil- 




















New Paramount Model, Made by Mal- 
leable Iron Range Company, Beaver 
Dam, Wisconsin. 


er are located at the side of the 
cooking surface is an advantage of 
convenience sure to be appreciated 
by every housewife. 

No attempt is made to heat one 
oven with two fuels in this new 
style gas-coal range. A _ separate 
oven is provided for the use of 
each fuel. 

A good idea of the pleasing ap- 
pearance and sturdy construction 
of the new gas coal range may be 
had from the accompanying illus- 
tration. 

In view of the fact that combina- 
tion ranges are steadily gaining in 


popularity, it would redound to the 
profit of the dealer to study this 
type of kitchen range. 

The way to bigger income lies 
through progressiveness in the mat- 
ter of keeping abreast of the times. 

This means handling the kind of 
goods which the public wants. 

Detailed description and_ other 
data of interest to dealers may be 
obtained by applying to the Malle- 
able Iran Range Company, Beaver 
Dam, Wisconsin. 


Bridge and Beach Manufacturing 
Company Elects Officers. 

The directors of the Bridge and 
3each Manufacturing Company, St. 
Louis, Missouri, were re-elected 
January 17th at the stockholders’ 
meeting. 

They are as follows: Hudson E. 
Bridge, L. H. Booch, Henry C. 
Hoener, John I*. Shepley, Louis H. 
Riecke, Laurence D. Bridge and 
George Leighton Bridge. 

After their election, the directors 
convened and elected officers for 
the ensuing year as follows: 

President and Treasurer, Hudson 
E. Bridge; Vice-President and Man- 
ger, L. H. Booch; Vice-President, 
Henry C. Hoener ; Secretary, Louis 
H. Riecke; Assistant-Secretary, 
George Leighton Bridge; Assistant 
Treasurer, A. F. Gammeter; and 
Assistant Treasurer, Laurence D. 


Bridge. 





Collapsible Sheet Metal Oven 
Is Patented. 


Under number 1,396,059, United 
States patent rights have been 
granted to Harvey B. Repetto, 
Wheeling, West Virginia, assignor 
to Whitaker-Glessner Company, 
Wheeling, West Virgina, a Corpo- 
ration of West Virginia, for a col- 
lapsible sheet metal oven here de- 
scribed : 


A collapsible sheet-metal oven 


comprising front and rear walls, 
ends walls hinged at their opposite 
lateral edges to said front and rear 
walls, a top hinged to said rear wall 
and having downturned front and 


lateral edge flanges providing seat- 








rt 
1,396,059 
U 


ing channels for the reception of the 
upper edges of the front and end 
walls, respectively, a bottom hinged 
to said front wall and having up- 
turned rear and lateral edge flanges 
providing seating channels for the 
rear and end walls, respectively, and 
means for releasably attaching said 
top and bottom to the front and 
rear walls, respectively. 
Combination Gas Stove and 
Burner Is Patented. 

Edward A. Campbell, Kenosha, 


Wisconsin, has obtained United 
States patent rights under number 











1,397,160, for the combination gas 
stove and burner described as fol- 
lows: 

A gas burning stove unit com- 
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prising a bell-base, having its lower 
edge offset to form an annular air 
supply passage, an open ended mix- 
ing tube extending into the base 
having auxiliary air ports therein 
about its lower open end and with- 
in the base, a gas discharge nipple 
associated with the lower end of 
the mixing tube, a collar extending 
from the upper end of the mixing 


tube, a removable dome fitted to the 
collar having a corrugated edge 
forming an ignition mouth in con- 
nection with the collar, a deflected 
disk mounted upon the dome, and 
a drum supported by the base in- 
casing the dome, the drum being 
provided with an air inlet open at 
its bottom and a series of vent aper 
tures at its top portion. 


One of the Sure Ways to Sell Cook Stoves 
Is to Let the People Know About Them. 


There Are No Mind Readers Among Your Prospective Customers 
and, Therefore, You Have to Advertise Your Stoves to Them. 


UST a moment, brother, while 

we take a brief trip into India 
for the purpose of getting a lesson 
about stoves. . 

Among the Hindus there is an 
ascetic philosophy which enjoins 
complete abstraction from all 
wordly objects. It is called Yoga. 

The votary of the Yoga expects 
to obtain union with the universal 
spirit, knowledge of the past and 
future, and of the organization of 
the universe and various occult 
powers which free the Yogi from 
ordinary physical laws. 

The Yogi are naturally 
prospects for stoves. 

But if they wanted to buy stoves, 
you would not need to make any 
announcement in the newspapers 
that you had stoves to sell. 

The Yogi, theoretically at any 
rate, would be able to read your 
mind and to get a distinct picture 
of all the stoves that you had in 
stock. 

Unfortunately, however, you are 
not selling stoves to the ascetic fol- 
lowers of the Yoga. 

People in this country are busy 
building railroads and ships and 
automobiles, planting corn and cot- 
ton and harvesting wheat and 
tomatoes. 

Wherefore, they have not yet 
reached the uplands of mind read- 
ing. 

Consequently, in order to sell 
stoves to the busy folk of America, 
whether of town or village or 
farm, it is still necessary to let 


poor 


them know that you are in the 
business of selling stoves and to 
use such devices of publicity as 
will arrest and hold their attention. 

People pass your store every day 
who need cook stoves. 

Some of them don’t know that 
they need cook stoves, just as some 
of them don’t know that they need 
to have teeth extracted which are 
in unhealthy condition. 

It is your business to 
them to a consciousness of their 
want to sell cook 


arouse 


needs if you 
stoves. 

There are. various ways of ac- 
complishing this. 

You could stand in the doorway 
of your store and shout through a 
megaphone at passers-by or you 
could rush out and buttonhole Tom 
Brown and Bill Jones as they go 
by and hurriedly recite the argu- 
ments in favor of buying a cook 
stove. 

But all this would be done in ad- 
verse circumstances with other in- 
terests pulling against you. 

In an advertisement you have 
the advantage of leisurely presen- 
tation of your message. 

If it is properly worded and 
typographically individualized, it is 
a means of holding the attention of 
prospective customers while you 
tell your story. 

That this can be done and is be- 
ing done every day with gratify- 
ing profit there is abundant evi- 
dence. 

A good example of stove adver- 
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tising is shown in the accompany- 
ing advertisement of the Monroe- 
ville Hardware Company, repro- 
duced herewith from the Monroe- 
ville Breize, Monroeville, Indiana. 

The illustration is just a bit dif- 
ferent from the usual run of such 
pictures—enough to arouse curios- 
ity. 

The reasoning of the text is 
sound, simple, and familiar. 

We like to be told things that 














7 No matter how efficient the- 
cook may be, her efforts are use- 


less if she works @ poor 
stove. 

One of our kistoves or 
ranges in your insure 


well cooked meals and be the 
pride of a good housekeeper 
You look at them before you 
buy, and back of them is our 
guaranty of quality. 
| «If you are not in the market for a Cook Stove or Range at 
present, bear in mind that The season is here that you will 
soon have to put.up and fire up your heater, on inapection of 
old Ranges and Soft Coal burners that they are 


your 
out and not safe for another winters ure. We invite you tc 
come-to ou ratore, examine our line and get prices on 


HEATERS, SOFT COAL BURNERS AND FURNACES. 


THE MONROEVILLE HARDWARE CO 


JOHN SALWAY, Mgr. 








we know. It is the unfamiliar 
which makes us uneasy and, in 
many cases, wary and suspicious. 
introduction of 
Com- 


Therefore, the 
the Monroeville Hardware 
pany’s advertisement gives natural 
entrance to the confidence of the 
reader. 

Everyone knows that good cook- 
ing can not be done with a poor 
stove. 

So, the advertisement runs on 
naturally and logically to the con- 
clusion that the Monroeville Hard- 
ware Company is prepared to sup- 
ply good cooking stoves with the 
Company’s guarantee of quality. 

The invitation to come to the 
store to examine the line and get 
prices is sincere and likely to prove 
resultful. 
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Events and Progress of the Hardware Trade. 


What the Retailers, Jobbers, and Manufacturers Are Doing. 
Latest Selling Methods and Experiences of Successful Men. 


Big Plans Are Completed for 
West Virginia Convention. 


At a meeting of the general com- 
mittee, held Wednesday evening, 
January 4th, in the assembly room 
of the Market Auditorium, Wheel- 
ing, West Virginia, plans were com- 
pleted for the visiting delegates and 
exhibitors at the convention of the 
West Virginia Retail Hardware 
Dealers’ Association, to be held in 
Wheeling, at the Market Audnor- 
jum, January 31 and [ebruary 1 
and 2. 

There will be no less than 109 
exhibitors of all kinds of allied 
hardware goods including paints, 
glass, auto accessories, toys, farm- 
ing, supplies, glass ware, sporting 
goods, electrical goods, wood goods. 

James B. Carson, secretary of the 
West Virginia and Ohio associa- 
tions, which are practically one 
organization working together, 
came from Dayton, Ohio, and at- 
tended the gathering of about 100 
hardware men. 

While special attention will be 
given the visiting retail merchants, 
it is the wish of the officers that all 
visitors learn something of Wheel- 
ing as a manufacturing and distrib- 
uting center. 

For that reason a number of sub- 
committees were named to look af- 
ter reception, entertainment, hotel 
accommodations, music, transporta- 
tion, etc. 

A special committee will look af- 
ter the visiting exhibitors, H. B. 
Reppetto being appointed chairman 
of the committee. 

Norbert Bruske, of the Blue Rib- 
bon Paint company, is chairman of 
the entertainment committee so a 
treat is in store for the visiting la- 
dies. 

Henry Ahrens, known to every- 
one in Wheeling, will look after the 
hotels and accommodations. 

Lawrence Hoge, for years a trav- 
eling man out of Wheeling, is gen- 


eral chairman of the reception com- 
mittee. 

Those who attended the meeting 
of the general committee are: J. 
5. Carson, secretary, Dayton, Ohio ; 


F. A. Ebeling, Ernest Csajka, 
George J. Holler, J. S. Auvil, C. 


M. Talkington, Eugene Long, S. R. 
Warffuel, C. H. Brandfass, F. J. 
Ebeling, A. J. Krueger, J. W. Dar- 
sey, E. S. Wayman, G. b. Swift 
and L. H. Weishar of the Greer 
and Laing Company. 

W. F. Kennedy, Henry Ahrens, 


E. A. Vossler, Charles Blowers, 
George B. Kennedy, Henry G. 
Roth, E. M. Merriman, Joseph 


Becke, A. R. Weaver, J. W. Giv- 
en, C. D. Colvin, Ray Coverley, M. 
H. Kennedy, Roy C. Darvey and 
Fred E. Seamon, Jr., from the Ott- 
Heiskell Hardware Company. 

W. H. Upham, A. T. Hupp, Jr., 
E. C. Bell, C. W. Witt and J. W. 
Brandfass, from the Gee Electric 
Company. 

J. H. McAllister, Phil J. Scham- 
bra, Leo A. Stauver and J. Adam 
Blum of the T. T. Hutchinson and 
Company. 

H. B. Reppetto and J. K. Mc- 
Canmon, of the Wheeling Metal 
Specialty Company. 

H. C. Kalbitzer, William Welty, 
A. E. Schubart, E. W. Protzman 
and O. O. Postlethwait, all of the 
H. Kalbitzer & Son. 

E. W. S. Neff and W. S. Yoho, 
of the Neff Hardware Company. 

Earl Braunlich, F. W. Mellott 
and Philip H. Row, of the C. F. 
Braunlich and Company. 

John A. Moore and J. H. Wenz- 
lich, of the Warwood Tool Com- 
pany. 

E. R. Showers, of the Showers 
Hardware Company, Elmo Grove, 
West Virginia. 

Harry F. Snyder, of the Cecil 
Lumber Company, Elm _ Grove, 
West Virginia. 

George T. Wilson, of W. A. Wil- 
son and Sons. 


S. D. Pettit, of the Otte-Pettit 
Hardware Company, Martins Fer- 
ry, West Virginia. 

L. A. Hoge, of the Bostwick 
Braun Company, Toledo, Ohio. 

Norbert Bruske, of the Blue Rib- 
bon Paint Company, Wheeling 

It was the general opinion of all 


' present that Wheeling will show the 


visiting hosts of hardware men and 
manufacturers, how a _ hardware 
convention really should be held. 

More enthusiasm was never be- 
fore displayed at a gathering of 
hardware men in the recollection of 
the. oldest old timers. 





Needs AMERICAN ARTISAN in 
His Business Every Day. 
To AMERICAN ARTISAN AND 

HARDWARE RecorD: 

I would not do without your pa- 
per. I can depend upon it for what 
is correct in every detail. I need it 
in my business every day. 

Yours truly, 
Curis HAuBER, 
——, Indiana, January 17, 1922. 





Perryville Hardware Company 
Makes Business Changes 


Announcement is made by the 
Perryville Hardware Company, 
Peryville, Missouri, of a change in 
the scope of its business. 

Joseph T. Lurk and his brother, 
William H. Lurk, who have been 
associated with the Perryville Hard- 
ware Company, have taken over the 
roofing, guttering, spouting and 
furnace departments and are run- 
ning them now as their own busi- 
ness under the firm name of Lurk 
Brothers. 

Frederick Sutterer and his son, 
L. F. Sutterer, are now sole owners 
of the hardware, stoves and ranges 
departments of the business and 
will conduct them under the firm 
name of Perryville Hardware Com- 
pany. , 
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Suggestions and Plans for Window Displays. 


Instructive Examples from Exhibits in AMERICAN ARTISAN 
AND HARDWARE REcORD Window Display Competition. 


WINDOW EXHIBIT FEATURES 
WIDELY ADVERTISED GOODS. 

A field of grass is single in its color scheme and im- 
presses the eye as a unit. 

It is made up of thousands and thousands of blades 
of grass close together. 

It does not give the impression of crowding and of 
great multiplicity of details because it is all of a kind. 


Nearly every one has read something about the 
Twinplex stropper. 

With this as a main attraction, it is easy to hold the 
attention of the passer-by and to bring into the scope 
of the display shaving accessories and cutlery naturally 
suggested by razors and things of that sort. 

A life size cutout showing a man turning the handle 
of the Twinplex stropper gives the helpful suggestion 
of action, which is always a good way to quicken the 
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Window Display of Stropping Device and Shaving Supplies and Cutlery, Designed and Arranged by Emil E. Closkey 
for Weed and Company, Buffalo, New York. 


sale of merchandise. 


Showing the commodities in use 





The same principle applies to the window display 
reproduced in the accompanying illustration. 

This window exhibit of a razor blade sharpening 
device, shaving accessories, and cutlery, was arranged 
and designed by Emil E. Closkey for Weed and Com- 
pany, Buffalo, New York. 

It does not appear crowded for the simple reason 
that the many articles shown in the arrangement are 
uniform; that they apply to one class; and that they 
are all made tributary to a central idea, namely, the 
advertising of a nationally known mechanism for 
sharpening safety razor blades. 


stimulates the desire for its possession. 

Weed and Company deserve commendation for con- 
necting their window advertising with national pub- 
licity. 

It is easier to sell goods with which the people are 
already familiar through newspapers and magazines 
than it is to sell goods that have no reputation and 
which require a great deal of explanation because of 
their obscurity. 

Satisfying results were obtained from this window 


“ 


display. 








January 21, 1922 


Bethany Hardware Company Handles an Old 


AMERICAN ARTISAN AND HARDWARE 


Device of Publicity in an Effective Way. 


Makes an Offer of Free Gift of Set of Siloer Knives and 
Forks in Order to Induce More People to Visit the Store. 


SUALLY, when the word 
U “free” is used in an advertise- 
ment, there is some condition at- 
tached to it which belies its mean- 
ing. 

We find piano advertisements, 
for example, in which a reading 
lamp is offered free. 

But the price of the piano and its 
quality are so evidently adjusted 
to include the cost of the reading 
lamp that few persons are taken in 
by such a flimsy device. 

From long and varied experience, 
people fight shy of “free” offers. 

Nevertheless, it is a legitimate 
way of attracting attention and get- 
ting people into the store. 

When employed with straight- 
forward sincerity, it is still an 
effective means for accomplishing 
this purpose. 

A convincing example of the 
right plan of using “free” to draw 
customers is given by the Bethany 
Hardware Company, whose adver- 
tisement is reproduced herewith 
from the Bethany Clipper, Beth- 
any, Missouri. 

A careful perusal of the text 
fails to reveal the slightest evidence 
of subterfuge. 

No conditions of any kind modi- 
fy the offer. 

“We promise to give away a set 
of silver knives and forks,” is not 
contingent upon purchase-coupon 
or any other proof of buying things 
in the store of the Bethany Hard- 
ware Company. 

All that is required is that the 
ladies register their name and be 
present in the Bethany Hardware 
Company’s store at 3:00 o'clock on 
a particular day. 

Of course, it would be childish 
to infer that the Bethany Hardware 
Company is in business for the pur- 
pose of giving away sets of silver 
knives and forks. 

The distribution is made with a 
distinct purpose of gaining’ good 


will of prospective customers. 

It is legitimate merchandising to 
induce people to enter one’s estab- 
lishment by means of such free 
gifts. 

The general impression of the 
Bethany Hardware Company’s 
store and personnel derived from a 
visit in such circumstances is cer- 
tain to be favorable. 


Free! 
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We are going to give away a fine set of Silver Knives and Forks, 
absolutely free, at our store, on SATURDAY AFTERNOON, NOV. 5, 
at 3:00 o’clock. All.you have to do, ladies, is come in and register your 
name before 2.00 o'clock on Saturday, and then be present at 3:00, when 
the knives and forks will be given away. Remember this is FREE! 
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that they will buy some of things 
which they see in the showcases or 
displayed on the counter. 

Thus, enough commodities may 
be sold to offset the cost of the free 
distribution of the silver knives 
and forks. 

Furthermore, many ladies who 
were not patrons of the Bethany 
Hardware Company may be so 
pleasantly influenced by the store, 
its interior display, and the courtesy 
of its selling staff as to become 
regular customers. 

In such a probable outcome of 
the advertisement will be found 
the justification for the giving away 


Free! 


—— 
a 
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Bethany Hardware Co. 
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Indeed, this impression is more 
effective under conditions of the 
kind obtaining on the occasion of 
a free distribution than it would be, 
perhaps, on an ordinary week day 
during a lull in business. 

The crowds attracted to the store 
by the giving away of a set of silver 
knives and forks help produce the 
effect of popularity. 

There is a suggestion of num- 
bers, and humanity follows the 
crowd. 

Moreover, a not inconsiderable 
percentage of human beings are 
sufficiently sensitive to feel them- 
selves under obligation when they 
are presented with a gift which 
they have not earned. 

Therefore, in the circumstances 
under discussion, it is not unlikely 


of the sets of silver knives and 
forks and for the occasional use of 


this form of publicity. 





Bureau of Standards Tells 
How to Test Rope. 


How strong is a rope? At the 
Bureau of Standards laboratories 
in the Department of Commerce, 
tests have been made that have re- 
sulted in answering that question 
with a formula. 

For . three-strand -regular lay 
manila rope from 4% to 4% inches 
in diameter, the following computa- 
tion will give the breaking load of 
the rope: 

The average breaking load in 
pounds equals 5,000 multiplied by 
the diameter of the rope in inches, 









24 AMERICAN 


multiplied by the diameter of the 
rope increased by one. 

This will give, of course, the 
average maximum weight that the 
rope will hold but the working load 
or the load that a contractor or safe- 
hauler may apply with proper safe- 
ty and precaution would be consid- 
erably less than the load given by 
the formula. 





Window Display Competition 
Helps You Sell Goods. 


Nearly everyone knows the old 
Benjamin Franklin story of a man 
with an axe to grind. 

If he were living today, he would 
not have to exploit some earnest 
lad. He would find good tool grind- 
ers on display in some up-to-date 
hardware store and would save 
time and labor by buying one. 

The man with an axe to grind, 
literally or figuratively, often passes 
your store. 

You ought to be able to sell him 
a tool grinder, a meat grinder, and 
a lot of other things. 

Perhaps he never comes 
your store. 

But you can coax him and a lot 
of other fellows to come into your 
store to buy things with the right 
kind of a window display. 

To make gainful window displays 
is not difficult. 

One of the best ways to learn 
this art is by taking part in AMERI- 
CAN ARTISAN AND HARDWARE 
Recorp Window Display Competi- 
tion, which is now under way. It’s 
a school of instruction, as well as 
a contest. 

The rules governing this compe- 
tition are easy to observe. 

They are as follows: 

Award of Prizes. 

The prizes will be awarded as 
follows: 

First prize, $50.00 in cash, for 
the best photograph and description 
received of window display of hard- 
ware or kindred lines. 

Second prize, $25.00 in cash, for 
the photograph and description sec- 
ond ‘n merit. 

Third prize, $15.00 in cash, for 
the photograph and _ description 
: third in order of excellence. 


into 
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Fourth prize, $10.00 in cash, for 
the photograph and _ description 
fourth in degree of worthiness. 

Conditions of Competition. 

The conditions of the competi- 
tion are as follows: , 

The photograph must be accom- 
panied by descriptions of how the 
window displays were arranged and 
the materials used. 

The description is important and 
hence should be adequate. 

These photographs and descrip- 
tions may be sent by mail.or ex- 
press, charges prepaid, and must 
reach this office not later than 
April 15, 1922. 

Address all photographs and de- 
scriptions to AMERICAN ARTISAN 
AND HARDWARE ReEcorp Window 
Display Competition, 620 South 
Michigan Avenue, Chicago, Illinois. 

Each photograph and description 
must be signed by a. fictitious name 
or device and the same name or de- 
vice must be put in a sealed envel- 
ope containing the real name and 
address of the contestant. 

This sealed envelope is to be en- 
closed with the photograph. 

Contestants are permitted to en- 
ter as many photographs of displays 
as they please. 

A Competition Committee of 
three will be appointed. 

One of them will be an expert 
window dresser and one an experi- 
enced hardware man. 

This committee will pass upon the 
merits of all photographs and de- 
scriptions received, without know- 
ing the names or addresses pf the 
senders, and will decide the winners 
of the competition. 

AMERICAN ARTISAN AND Harp- 
WARE REcorp reserves the right to 
publish all photographs and descrip- 
tions submitted. , 





If a thing is worth having, it’s 
worth having now—the present 
year is worth more to use than all 
the future. 

* * * 

Just as sure as you allow any 
customer to get the idea that you 
feel a little bit above him, just so 
sure you may be that you will lose 
that customer. 
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Trade Opportunities at 
Foreign Lands 


a a 


The Bureau of Foreign and Do- 
mestic Commerce through its Spe- 
cial Agents, Consular Officers and 
Commercial Attachés, is receiving 
information of opportunities to sell 
hardware and kindred lines in sey- 
eral foreign countires. Names and 
locations will be supplied on re- 
quest to the Bureau in Washington 
or its District Offices. Such re- 
quests should be made on separate 
sheets for each opportunity, stating 
the number as given herewith: 


568.—The purchase is desired by a 
firm in Spain of hardware, tools, and 











pumps. Quotations should be given 
c. i. f. Vigo. References. 
572.—A request has been received 


from a firm in Italy for general agen- 
cies from manufacturing companies for 
the sale of tinplates, implements, etc. 
No reference given. 

573.—A mercantile firm in Mespota- 
mia wishes to be placed in communica- 
tion with hardware manufacturers with 
a view to securing agencies for the 
sale of their goods. No references given. 

588.—The sole agency is desired by 
a merchant in Canada for the sale for 
manufacturers of heating, and hard- 
ware specialties, and automobile acces- 
sories. Quotations should be given f. 
o. b. station in Canada. Reference. 

592.—A mercantile firm in Palestine 
desires to purchase and secure an 
agency for the sale of cylinder locks and 
fine tools for carpenter and mechanical 
use in general. Quotations should be 
given c. i. f. Jaffa. Terms: Cash 
against documents. References. 

603.—The direct purchase is desired 
by a mercantile firm in the Azores of 
all sorts of hardware. There is also 
a possible market for rope, cutlery, and 
paints. Quotations should be given 
c. i. f. port of Horta. Correspondence 
should be in Portuguese. 

606.—The purchase is desired by a 
firm in Syria of roofing shingles of 
about 10 by 12 inches and metal ceil- 
ings and trimmings of various designs, 
of which samples and drawings are re- 
quested. Quotations should be given 
c. 1. Beirut and Tripoli. Terms: 
Cash against documents. 








Coming Conventions 








Mountain States Hardware and Imple- 
ment Dealers’ Association, Denver, 
Colorado, January 24, 25 and 26, 1922. 
W. M. McAllister, Boulder, Colorado. 

Texas Retail Hardware Association, 
Adolphus Hotel, Dallas, Texas, Janu- 
ary 24, 25 and 26, 1922. A. M. Cox, 
Secretary, 1808 Main Street, Dallas, 
Texas. 

American Society of Heating and 
Ventilating Engineers, Hotel Pennsyl- 
vania, New York City, January 24, 25. 
and 26, 1922. C. W. Obert, Secretary. 
29 West Thirty-ninth Street, New York 
City. 
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Oregon Retail Hardware and Imple- 
ment Dealers’ Association Convention, 
Imperial Hotel, Portland, January 24, 
25, 26, 27, 1922. E. E. Lucas, Secretary, 
Hutton Building, Spokane, Washington. 

Kentucky Hardware and Implement 
Association, Jefferson County Armory, 
Louisville, Kentucky, January 24, 25, 26, 
and 27, 1922. J. M. Stone, Secretary- 
Treasurer, Sturgis, Kentucky. 

Indiana Retail Hardware Association, 
Convention and Exhibition, Athenaum 
Hall, Indianapolis, January 24, 25, 26, 
27, 1922. G. F. Sheely, Secretary, 
Argos. 

Sheet Metal Contractors’ Association 
of Pennsylvania, Hotel Berkshire, Read- 
ing, Pennsylvania, January 26 and 27, 
1922. W. F. Angermyer, Secretary, 714 
Homewood Avenue, Pittsburgh, Penn- 
sylvania. 

Idaho Retail Hardware and Imple- 
ment Dealers’ Association, Boise, Idaho. 
week of January 31, 1922, dates to be 
announced later. E. E. Lucas, Secre- 
tary, Hutton Building, Spokane, Wash- 
ington. 

West Virginia Hardware Association 
Convention and Exhibition, Wheeling, 
January 31, February 1, 2, 1922. James 
B. Carson, Secretary, 1001 Schwind 
Building, Dayton, Ohio. 

Nebraska Retail Hardware Associa- 
tion Convention, Lincoln, January 31 and 
February 1, 2, and 3, 1922. George H. 
Dietz, Secretary, 414-417 Little Build- 
ing, Lincoln, Nebraska. 

Michigan Retail Hardware Associa- 
tion Convention and Exhibit, Grand 
Rapids, Michigan, February 7, 8, 9 and 
10. 1922. Karl S. Judson, Exhibit Man- 
ager, 248 Morris Avenue, Grand Rapids, 
Michigan. A. J. Scott, Secretary, Ma- 
rine City, Michigan. 

Oklahoma Hardware and Implement 
Association Convention and Exhibition, 
City Auditorium, Oklahoma City, Okla- 
homa, February 7, 8, 9, and 10, 1922. 
W. B. Porch, Secretary-Treasurer, 
Oklahoma City. 

Wisconsin Retail Hardware Associa- 
tion Convention and Exhibition, Milwau- 
kee, February 8, 9, 10, 1922. P. J. 
Jacobs, Secretary, Stevens Point, Wis- 
consin. 

North Dakota Retail Hardware Asso- 
ciation Convention and Exhibition, 
Minot, North Dakota, February 8, 9, 
and 10, 1922. Charles N. Barnes, Sec- 
retary, Grand Forks, North Dakota. 

Pennsylvania and Atlantic Seaboard 
Hardware Association, Inc., Convention 
and Exhibition, Philadelphia Commer- 
cial Museum, Philadelphia, February 13, 
14, 15, 16, 17, 1922. Sharon E. Jones, 
Secretary, 1314 Fulton Building, Pitts- 
burgh. 

California Retail Hardware and Im- 
plement Association, San Francisco, Cal- 
ifornia, February 14, 15 and 16, 1922. Le 
Roy Smith, Secretary, 1112 Market 
Street, San Francisco, California. 

Illinois Retail Hardware Association 
Convention, Hotel Sherman, Chicago, 
February 14, 15, 16, 1922. Leon D. Nish, 
Secretary, Elgin, Illinois. 

Minnesota Retail Hardware Associa- 
tion Convention, St. Paul, February 14, 
15, 16, 17, 1922. H. O. Roberts, Secre- 
tary, 1030 Metropolitan Life Building. 
Minneapolis, Minnesota. 

Ohio Hardware Association Conven- 
tion and Exhibition, Columbus, February 
14, 15, 16, 17, 1922. Headquarters, Desh- 
ler Hotel. Exhibition, Memorial Hall. 
James B. Carson, Secretary, 1001 
Schwind Building. Dayton, Ohio. 

Connecticut Hardware Association. 
Hotel Bond, Hartford, February 16 and 


17, 1922. Henry S. Hitchcock, Secre- 
tary, Woodbury, Connecticut. 

lowa Retail Hardware Association 
Convention and Exhibit, Coliseum, Des 
Moines, lowa, February 21, 22, 23, and 
24, 1922. A. R. Sale, Secretary-Treas- 
urer, Mason City, Iowa. 

Michigan Sheet Metal Contractors’ 
Association, Jackson, Michigan, Febru- 
ary 2], 22 and 23, 1922. Frank E. 
Ederle, Secretary, 1121 Franklin Street, 
S. E., Grand Rapids, Michigan. 

Missouri Retail Hardware Associa- 
tion Convention and Exhibition, St. 
Louis, Planters Hotel, February 21, 22, 
23, 1922. F. X. Becherer, Secretary, 
5106 North Broadway, St. Louis, Mis- 
souri. 

New England Hardware Dealers’ As- 
sociation Convention and Exhibition, 
Paul Revere Hall, Mechanics’ Building, 
Boston Massachusetts, February 21, 22, 
23, 1922. Geo. A. Fiel, Secretary, 10 
High Street, Boston. 

Virginia Retail Hardware Associa- 
tion, Roanoke, Virginia, Febritary 21, 
22, and 23, 1922. Thomas B. Howell, 
Secretary, Richmond, Virginia. 

South Dakota Retail Hardware As- 
sociation Convention and Exhibition. 
Mitchell, South Dakota, February 21, 
22, 23 and 24, 1922. H. O. Roberts, Sec- 
retary, 1030 Metropolitan Life Building, 
Minneapolis, Minnesota. 

New York State Retail Hardware 
Association Convention and Exhibition. 
Rochester, February 21, 22, 23, 24, 1922. 
Exhibition at Exposition Park. Head- 
quarters and sessions at Powers Hotel. 
J. B. Foley, Secretary, 412-413 City 
Bank Building, Syracuse, New York. 

Sheet Metal Contractors’ Association 
of Illinois, Rock Island, March 8 and 9, 
1922. G. J. George, Secretary, 523 East 
Jefferson Street, Springfield, Illinois. 

Master Sheet Metal Contractors’ As- 
sociation of Wisconsin, Milwaukee, 
Wisconsin, March 15 and 16, 1922. 
Oscar A. Hoffmann, Secretary, Mil- 
waukee, Wisconsin. 


National Warm Air Heating and Ven- 


tilating Association, Cleveland, Ohio, 
April 19 and 20, 1922. Allen W. Wil- 
liams, Secretary, Thompson Realty 


Building, Columbus, Ohio. 

Old Guard Southern Hardware Sales- 
men’s Association, New Orleans, Louisi- 
ana, April 20, 1922. R. P. Boyd, Secre- 
tary-Treasurer, Knoxville, Tennessee. 

Southern Hardware Jobbers’ Associa- 
tion, St. Charles Hotel, New Orleans, 
Louisiana, April 19, 20, and 21, 1922. 
John Donnan, Secretary, Richmond, Vir- 
ginia. 

American Hardware Manufacturers’ 
Association, Spring Meeting, St. Charles 
Hotel, New Orleans, Louisiana, April 19, 
20, and 21, 1922. Frederick D. Mitchell, 
Secretary-Treasurer, 4106 Woolworth 
Building, New York City. 

Panhandle Hardware and Implement 
Association, Amarillo, Texas, May 
and 9, 1922. C. L. Thompson, Secretary, 
Canyon, Texas. 

Southeastern Retail Hardware and 
Implement Association, Convention and 
Exhibit, May 9, 10, 11, and 12, 1922, 
Chattanooga, Tennessee. Walter Har- 
lan, Secretary, 460 St. James Building, 
Jacksonville, Florida. 

Western Warm Air Furnace and 
Supply Association. Indianapolis, In- 
diana. May 15, 1922. John H. Hus- 
sie. Secretary, 2407 Cuming Street, 
Omaha, Nebraska. 

Sheet Metal Contractors’ Association 
of Indiana, Indianapolis, Indiana, May 
15, 1922. Ralph R. Reeder, Secretary, 
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312 East Sixteenth Street, Indianapolis, 
Indiana. 

_ Hardware Association of the Caro- 
linas Convention, Winston-Salem, North 
Carolina, May 17, 18, 19 and 20, 1922. 
T. W. Dixon, Secretary-Treasurer, 
Charlotte, North Carolina. 

National Association of Sheet Metal 
Contractors’ Convention and Exhibition 
in the Cadle Auditorium, Indianapolis, 
Indiana, May 16, 17, 18, and 19, 1922. 
Edwin L. Seabrook, Secretary, 608 
Chestnut Street, Philadelphia, Pennsyl- 
vania. 

Mississippi Retail Hardware and Im- 
plement Association Convention and Ex- 
hibit, Fair Grounds, Jackson, Mississippi, 
May 24, 25, and 26, 1922. Headquar- 
ters, Heidelburg Hotel. E. R. Gross, 
Secretary-Treasurer, Agricultural Col- 
lege, Mississippi. 

National Retail Hardware Association, 
Chicago, Illinois, June 19, 20, 21, 22, and 
23, 1922. Headquarters, Hotel Sher- 
man. Herbert P. Sheets, Secretary- 
Treasurer, Argos, Indiana. 

Associated Advertising Clubs of the 
World, Milwaukee, Wisconsin, June 11, 
12, 13, 14, and 15, 1922. Carl Hunt, Sec- 
a 110 West 40th Street, New York 
ty. 

Master Sheet Metal Contractors’ 
Association of Ohio, Zanesville, Ohio, 
July 18 and 19, 1922. W. J. Kaiser, 
Secretary, 123 East Chestnut Street, 
Columbus, Ohio. 








Retail Hardware Doings 








Illinois. 

Louis Helwig has acquired a one- 
half interest in the hardware business 
of J. H. Knapp at Hinckley. The new 
firm will operate under the name of 
the Knapp Hardware Company. 

Fred Johnson of Colfax has opened 
a new hardware store in the Miss 
Turall Building at Gibson City. 

The Tammen Hardware Store of 
Gilman has changed hands, Mark 
Harwood of Remington, Indiana, and 
Paul Kraft of Gilman, being the new 
proprietors. 

Indiana. 

The Goff Hardware Company of 
Hammond has been destroyed by fire. 

W. J. Bacon of Washington has 
completed the task of moving the 
stock of his hardware and implement 
store from 315 East Main Street into 
the building at 312 East Main Street. 

Michigan. 

Fred LaDue, who has conducted a 
hardware business at Homer for the 
past three years, has sold his store 
to William MclIlwain and Dwight Cur- 
tis of Litchfield. He will spend the 
winter in Florida. 

Haight Brothers of Gaylord have 
reopened the business conducted by 
the T. Frank Ireland Hardware Com- 
pany, at Belding. 

A new concern which has just 
started in business is the Pacific Hard- 
ware Company, 7721 Grand River Ave- 


nue Detroit. 
Nebraska. 

The Inman Hardware and Imple- 
ment Company of Inman has been 
completely destroyed by fire. 

Texas. 

Morris Hunter of Sherman has 
opened a new hardware store at that 
place. 
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Study and Interpretation of Advertisements. 


You Can Make Your Advertisements More Gainful by Avoiding 
the Faults and Profiting by the Good Qualities of Others. 


The W. Christensen Company of 
Mason City, Iowa, proves that it is 
convinced of the value of securing 
the agency for the Gilt-Edge Lib- 
erty furnace by making an an- 


ANNOUNCEMENT! 


We have been successful in 
securing the agency for 


The Gilt-Edge 


Liberty Furnace 


and we believe that by taking on this line we have se- 
cured the best warm air furnace on the market. We 
brave competent workmen in our heating and plumb- 
ing departments and.are in a position to give real 
service. 





A visit to our show rooms will convince you that we 
have the most complete line of plumbing and heating 
fixtures to be found in Northern Iowa. 


Whether you are planning a new home or remodeling 
your old one we know that we can assist you in solving 


your plumbing and heating problems. 
W.ChristensenCo. 
Phone 442 








514 South Federal 





nouncement to that effect in a 
three-column advertisement in the 
Daily Times, Mason City, Iowa. 

' The wording of the advertise- 
ment is such as to convey the im- 
pression of the value of the service 
rendered available by such an 

agency. 

The idea of service is empha- 
sized throughout the text and is in- 
timately identified with the name of 
the W. Christensen Company by 
the slogan, “Yours for Service.” 

The type arrangement is attrac- 
tive and well-balanced. 

This is the sort of advertisement 
which is sure to be closely consid- 
ered by a big percentage of news- 
paper readers. 

* * * 

It is doubtful whether or not the 
advertisement of the Wilson- 
Wright Hardware Company, re- 
produced herewith from the Ot- 
taxa Herald, Ottawa, Kansas, is 
strong enough in its wording to 
persuade prospective purchasers to 
come to the Company’s store to see 


the radiant gas heater in operation. 


It is true that there is a strong ° 


buying reason in the sentence, 
“Economical in gas consumption, 
instantaneous in heat service, beau- 
ty of line and finish.” 

But for many people to whom 
price is a prime consideration this 
argument is not sufficient. 

Therefore, the pull of the adver- 
tisement could be greatly strength- 


ened by a frank statement of the - 


price at which the radiant gas heat- 
er is sold. 

Otherwise, the 
under analysis is 
planned and designed. 

The illustration is graphic 
enough for the purpose. 

The type is neatly apportioned to 
the space which it occupies. 

A liberal allowance of white 


advertisement 
excellently 








Gas Heater 


From every. point of view the Welsbach 
is a satisfaction and a delight. 


Economical in gas consumption, instan- 
taneous in heat service, beauty of line and 
finish. 


See this heater in operation at our store. 


WILSON-WRIGHT HARDWARE CO. 


Phone 6 230 Main 











area is made for producing the 
kind of contrast which arrests at- 
tention. 
* * * 
The man who could foresee every 
change and vagary of impulse in 


the buying public would become the . 


richest man on earth if he had a 

«sufficient skill of salesmanship. 
Take the matter of bicycles, for 

example. 


When the automobile came into 
general use, bicycles fell into dis- 
favor. 

Only here and there some poor 
man, who could not afford to pay 








Ride a Bicycle 


We have a complete stock, including 


and 
EXCELSIOR BICYCLES 
Prices have recently been greatly reduced. 
See them at 


Waters Hardware 
@th and Washington. | 











carfare, might be seen riding a bi- 
cycle to work. 

But the old days when the boule- 
vards were thick with bicycles did 
not repeat themselves. 

Lately, however, bicycles are 
again coming into a measure of 
popularity. 

Hardware dealers are beginning 
to take advantage of this partial re- 
turn to popularity. 

Thus, the Waters Hardware 
store devotes its advertising space 
exclusively to bicycles in one issue 
of the Junction City Union, Junc- 
tion City, Kansas. 

The illustration at the top of the 
advertisement is graphic enough to 
suggest the delights of cycling. 

Abundance of white space is used 
to individualize the advertisement 
and the typographical composition 
is pleasingly designed. 

* * * 

Don’t expect to get a mad rush of 
buyers after the first advertisement 
—you didn’t get rich immediately 
after you deposited your first dol- 
lar in the bank. 
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Facts of Warm Air Heating and Ventilating. 


Reports of Progress in Warm Air Heater Research Work. 
Ventilating Factories, Theaters, and Other Buildings. 


Says Warm Air Heater Special 

Is a Dandy. 

To AMERICAN ARTISAN AND 
HARDWARE ReEcorpD: 
Congratulations on your very 

complete issue of the Warm Air 

Heater Special. It is a dandy. 

Truly yours, 
F, E. Eber te, 

Secretary Michigan Sheet Metal 
Contractors’ Association. 

Grand Rapids, Michigan, January 
16, 1922. 





Theodore A. Stockhoff of 
St. Louis Passes Away. 

At the age of 58 years, Theodore 
A. Stockhoff, president of the 
Stockhoff Supply Company, St. 
Louis, Missouri, passed away Jan- 
uary 14th. 

He was the first to establish an 


Willsie Calls 


192] 
Special a 


exclusive warm air heating supply 
business in St. Louis thirty years 
ago and successfully developed it 
from a small beginning to its pres- 
ent extensive trade. 

One of his close friends, H. W. 
Symonds of Register 
Company, St. Louis, writes to us 
of him as follows: 

“He had many 
personal acquaintance with all en- 
gaged in the line in this locality. 

“He was known as a man of 
broad views, kind in manner, re- 
liable, and a true friend. 

“The deceased was a member of 
the Sheet Metal Consumers’ Pro- 
tective Association of St. Louis, and 
of the Missouri Auxiliary and the 
Illinois Auxiliary. 

“He was devoted to his wife and 
family. He leaves a widow, one 
daughter, Mrs. Clarence A. Reich- 
ardt, and two grandchildren.” 


Warm Air Heater 


Symonds 


friends and a 


“Pippin.” 


Commends General Appearance and Great 
Variety of Valuable Information It Contains. 


HE following letter has been 

received from George E. Will- 
sie, Vice-president of the Keith 
Furnace Company, Des Moines, 
Iowa, in which he compliments us 
on the many helpful articles con- 
tained in our 1921 Warm Air Heat- 
er Special as well as upon the gen- 
eral appearance of this great issue 
which has come to be regarded by 
installers and manufacturers as the 
one authoritative exponent of the 
development in the warm air heat- 
ing and ventilating field: 
To AmeRICAN ARTISAN AND 

HARDWARE REeEcorD: 

I wish to compliment you upon 
the make-up of the December 3Ist 
issue of the ArtrsaN—both as to 
its general appearance and the good 
variety of valuable information per- 


taining to the warm air heating 
business it contains. 

The article by Jesse M. Mce- 
Henry regarding capacity ratings, 
it seems to me, is nearer correct 
than anything I have ever seen in 
print pertaining to the subject, and 
could be profitably studied by in- 
stallers as well as manufacturers. 

The contribution of F. R. Still 
is very much worth while consider- 
ing by everyone who is interested 
in a practical enlargement of the 
warm air heating field. Then there 
is that everyday philosopher, J. C. 
Greenberg’s characteristic contribu- 
tion, which indicates that his heart 
is in the right place. 

The articles by I. L. Jones, Al- 
len W. Williams, Arthur Lamneck, 
R. W. Menk, Edwin L. Seabrook 


| find worthy of a second reading. 

John H. Hussie, who is never 
afraid of his shadow, offers some 
suggestions in a forceful way that 
could be adopted with profit by 
manufacturers generally. 

I also note that George W. Tur- 
ton has the sun shining for the neu- 
ter gender, or pipeless, furnace with 
a ready pen and the courage of his 
convictions. 

All in all the 1921 Warm Air 
Heater Special is a “pippin” and 
the optimism evidenced throughout 
is reassuring indeed, and stimulates 
the hope that the end of the time 
of depression is close at hand, which 
reminds me of an experience of an 
old friend of mine who was pleased 
to relate the adventures of his boy- 
hood days in Wisconsin. 

He was quite a hunter and on one 
occasion when he was out with his 
dog and gun the dog ran onto a 
black bear, which Dick promptly 
peppered with his squirrel rifle, with 
the result that the bear turned on 
the dog angrily, and the dog, evi- 
dently seized with a desire to travel, 
started for home, with the bear in 
pursuit. The trail led across a clear- 
ing of a few acres and as the bear 
was a close second in the race, the 
dog went right up the first acces- 
sible tree at the edge of the clear- 
ing. “Ah, hallelujah, Dick, you 
know a dog can’t climb a tree,” one 
of the listeners remarked. “Yes, I 
know,” rejoined Dick, “but, by 
grab, he had to—the bear was right 
there.” 

Yours truly, 
Georce E. WILLSIE. 
Des Moines, Iowa, January 16, 
1922. 


Pluck is all right, but good luck 
frequently leaves it at the post. 
* * * 
In trying to get up in the world 
some men use their friends as lad- 
der rungs. 
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Study and Interpretation of Advertisements. 


You Can Make Your Advertisements More Gainful by Avoiding 
the Faults and Profiting by the Good Qualities of Others. 


The W. Christensen Company of 
Mason City, Iowa, proves that it is 
convinced of the value of securing 
the agency for the Gilt-Edge Lib- 
erty furnace by making an an- 


ANNOUNCEMENT! 


We have been successful in 
securing the agency for 


The Gilt-Edge 


Liberty Furnace 


and we believe that by taking on this line we have se- 
cured the best warm air furnace on the market. We 
brave competent workmen in our heating and plumb- 
ing departments and .are in a position to give real 
service. 


A visit to our show rooms will convince you that we 
have the most complete line of plumbing and heating 
fixtures to be founa in Northern Iowa. 


Whether you are planning a new home or remodeling 
your old one we know that we can assist you in solving 





W.ChristensenCo. 
Phone 442 








514 South Federal 





nouncement to that effect in a 
three-column advertisement in the 
Daily Times, Mason City, Iowa. 

The wording of the advertise- 
ment is such as to convey the im- 
pression of the value of the service 
rendered available by such an 
agency. 

The idea of service is empha- 
sized throughout the text and is in- 
timately identified with the name of 
the W. Christensen Company by 
the slogan, “Yours for Service.” 

The type arrangement is attrac- 
tive and well-balanced. 

This is the sort of advertisement 
which is sure to be closely consid- 
ered by a big percentage of news- 
paper readers. 

* * * 

It is doubtful whether or not the 
advertisement of the Wilson- 
Wright Hardware Company, re- 
produced herewith from the Ot- 
tawa Herald, Ottawa, Kansas, is 
strong enough in its wording to 
persuade prospective purchasers to 
come to the Company’s store to see 


the radiant gas heater in operation. 


It is true that there is a strong © 


buying reason in the sentence, 
“Economical in gas consumption, 
instantaneous in heat service, beau- 
ty of line and finish.” 

But for many people to whom 
price is a prime consideration this 
argument is not sufficient. 

Therefore, the pull of the adver- 
tisement could be greatly strength- 


ened by a frank statement of the - 


price at which the radiant gas heat- 
er is sold. 

Otherwise, the 
under analysis is 
planned and designed. 

The illustration is graphic 
enough for the purpose. 

The type is neatly apportioned to 
the space which it occupies. 

A liberal allowance of white 


advertisement 
excellently 








Gas Heater 


From every. point of view the Welsbach 
is a satisfaction and a delight. 


Economical in gas consumption, instan- 
taneous in heat service, beauty of line and 
finish. 

See this heater in operation at our store. 


WILSON-WRIGHT HARDWARE CO. 


Phone 6 230 Main 











area is made for producing the 
kind of contrast which arrests at- 
tention. 
* * * 
The man who could foresee every 
change and vagary of impulse in 


the buying public would become the . 


richest man on earth if he had a 


«sufficient skill of salesmanship. 


Take the matter of bicycles, for 
example. 


When the automobile came into 
general use, bicycles fell into dis- 
favor. 

Only here and there some poor 
man, who could not afford to pay 








Ride « Bienes 


We have a complete stock, including 


and 
EXCELSIOR BICYCLES 
Prices have ey Sen ety reduced. 


Waters Hardware | 


&th and Washington. 











carfare, might be seen riding a bi- 
cycle to work. 

But the old days when the boule- 
vards were thick with bicycles did 
not repeat themselves. 

Lately, however, bicycles are 
again coming into a measure of 
popularity. 

Hardware dealers are beginning 
to take advantage of this partial re- 
turn to popularity. 

Thus, the Waters Hardware 
store devotes its advertising space 
exclusively to bicycles in one issue 
of the Junction City Union, Junc- 
tion City, Kansas. 

The illustration at the top of the 
advertisement is graphic enough to 
suggest the delights of cycling. 

Abundance of white space is used 
to individualize the advertisement 
and the typographical composition 
is pleasingly designed. 

* * * 

Don’t expect to get a mad rush of 
buyers after the first advertisement 
—you didn’t get rich immediately 
after you deposited your first dol- 
lar in the bank. 
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Facts of Warm Air Heating and Ventilating. 


Reports of Progress in Warm Air Heater Research Work. 
Ventilating Factories, Theaters, and Other Buildings. 


Says Warm Air Heater Special 

Is a Dandy. 

To AMERICAN ARTISAN AND 
HARDWARE REcorRD: 
Congratulations on your very 

complete issue of the Warm Air 

Heater Special. It is a dandy. 

Truly yours, 
F, E. Eperte, 

Secretary Michigan Sheet Metal 
Contractors’ Association. 

Grand Rapids, Michigan, January 
16, 1922. 





Theodore A. Stockhoff of 
St. Louis Passes Away. 

At the age of 58 years, Theodore 
A. Stockhoff, president of the 
Stockhoff Supply Company, St. 
Louis, Missouri, passed away Jan- 
uary 14th. 

He was the first to establish an 


Willsie Calls 


1921 Warm Air 


exclusive warm air heating supply 
business in St. Louis thirty years 
ago and successfully developed it 
from a small beginning to its pres- 
ent extensive trade. 

One of his close friends, H. W. 
Symonds of Register 
Company, St. Louis, writes to us 
of him as follows: 

“He had many 
personal acquaintance with all en- 
gaged in the line in this locality. 

“He was known as a man of 
broad views, kind in manner, re- 
liable, and a true friend. 

“The deceased was a member of 
the Sheet Metal Consumers’ Pro- 
tective Association of St. Louis, and 
of the Missouri Auxiliary and the 
Illinois Auxiliary. 

“He was devoted to his wife and 
family. He leaves a widow, one 
daughter, Mrs. Clarence A. Reich- 
ardt, and two grandchildren.” 


Heater 


Symonds 


friends and a 


Special a “Pippin.” 


Commends General Appearance and Great 
Variety of Valuable Information It Contains. 


HE following letter has been 

received from George E. Will- 
sie, Vice-president of the Keith 
Furnace Company, Des Moines, 
Towa, in which he compliments us 
on the many helpful articles con- 
tained in our 1921 Warm Air Heat- 
er Special as well as upon the gen- 
eral appearance of this great issue 
which has come to be regarded by 
installers and manufacturers as the 
one authoritative exponent of the 
development in the warm air heat- 
ing and ventilating field: 
To AMERICAN ARTISAN AND 

HARDWARE RECORD: 

I wish to compliment you upon 
the make-up of the December 31st 
issue of the ArtrisaN—both as to 
its general appearance and the good 
variety of valuable information per- 


taining to the warm air heating 
business it contains. 

The article by Jesse M. Mc- 
Henry regarding capacity ratings, 
it seems to me, is nearer correct 
than anything I have ever seen in 
print pertaining to the subject, and 
could be profitably studied by in- 
stallers as well as manufacturers. 

The contribution of F. R. Still 
is very much worth while consider- 
ing by everyone who is interested 
in a practical enlargement of the 
warm air heating field. Then there 
is that everyday philosopher, J. C. 
Greenberg’s characteristic contribu- 
tion, which indicates that his heart 
is in the right place. 

The articles by I. L. Jones, Al- 
len W. Williams, Arthur Lamneck, 
R. W. Menk, Edwin L. Seabrook 


I find worthy of a second reading. 

John H. Hussie, who is never 
afraid of his shadow, offers some 
suggestions in a forceful way that 
could be adopted with 
manufacturers generally. 

I also note that George W. Tur- 
ton has the sun shining for the neu- 
ter gender, or pipeless, furnace with 
a ready pen and the courage of his 
convictions. 

All in all the 1921 Warm Air 
Heater Special is a “pippin” and 
the optimism evidenced throughout 
is reassuring indeed, and stimulates 
the hope that the end of the time 
of depression is close at hand, which 
reminds me of an experience of an 
old friend of mine who was pleased 
to relate the adventures of his boy- 
hood days in Wisconsin. 


profit by 


He was quite a hunter and on one 
occasion when he was ovt with his 
dog and gun the dog ran onto a 
black bear, which Dick promptly 
peppered with his squirrel rifle, with 
the result that the bear turned on 
the dog angrily, and the dog, evi- 
dently seized with a desire to travel, 
started for home, with the bear in 
pursuit. The trail led across a clear- 
ing of a few acres and as the bear 
was a close second in the race, the 
dog went right up the first acces- 
sible tree at the edge of the clear- 
ing. “Ah, hallelujah, Dick, you 
know a dog can’t climb a tree,” one 
of the listeners remarked. “Yes, I 
know,” rejoined Dick, “but, by 
grab, he had to—the bear was right 
there.” 

Yours truly, 
GeorceE E. WILLSIE. 
Des Moines, Iowa, January 16, 
1922. 


Pluck is all right, but good luck 
frequently leaves it at the post. 
* * * 
In trying to get up in the world 
some men use their friends as lad- 
der rungs. 
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United States Bureau of Mines Publishes 
Advice on Operation of Warm Air Heaters. 


Chief Mechanical Engineer of the Bureau Explains How 
Properly to Proportion the Air to the Needs of the Fire. 


DVICE to operators of house- 

heating furnaces, who, under 
the keen urge of the chill blasts of 
January, have applied to the Bu- 
reau of Mines for a solution of dif- 
ficulties experienced in caring for 
their fires over night, is given in a 
statement made by O. P. Hood, 
chief mechanical engineer of the bu- 
reau. 

There are several ways of man- 
aging a furnace, as there are sev- 
eral ways of driving a horse, says 
Mr. Hood. 

The general principle is quite ob- 
vious, but that principle can be ap- 
plied in different ways. 

In the process of combustion two 
quantities must be supplied—coal 
and air. — 

The coal we pay for, the air we 
get for nothing, but the quantity of 
air required in weight is from 
twelve to twenty times as much as 
the quantity of coal required. 

If we had to pay for the air we 
would pay a great deal more atten- 
tion to the supply of this necessary 
material. 

Given a bed of coals that are red 
hot, the fire will burn just in pro- 
portion as air is fed through the 
fuel bed. 

The question of keeping a fire 
over night is one of having a bed 
of fuel large enough so that at 
least the center of it can keep red 
hot without being chilled by the 
cold sides of the furnace, or the 
cold ash pit below. 

If absolutely no air was fed 
through the fuel bed, in time the 
fire wouid go out because of loss of 
heat. 

The problem, then, is to feed 
just air enough through the fuel 
bed to maintain temperature. 

The ash pit of most furnaces 
leaks enough air so that if there 
was a considerable draft or suction 
above the fuel bed produced by the 
chimney, more air would leak into 


the ash pit and up through the fuel 
bed than enough to simply maintain 
the temperature. 

Too much air fed through the 
fire would burn up the coal and the 
fire would not keep. 

The problem, then, is to cut down 
the flow of air through the fuel 
bed. 

This can be done in numerous 
ways; one can put on a_ large 
amount of coal and cover the top 
with very fine coal, or even with 
ashes. 

This increases the resistance 
through the fuel bed, so that only a 
small amount of air flows. 

Another way, and a good way, 
too, is to allow ashes to accumu- 
late on the grate to add to the re- 
sistance of the flow of air. 

While this is a good way in mild 
weather it is not so good in severe 
weather, because one can not get as 
much coal into the fire-box, and it 
is usually best to keep the fire box 
completely filled with fuel. 

Even when the resistance through 
the fuel bed is increased, if the 
draft is maintained there is apt to 
be too much leakage through the 
ash pit and too vigorous a fire. 


By opening the check draft so: 


that air can flow up the chimney 
without flowing through the fuel 
bed, the air passing through the 
fuel bed is greatly reduced. 

It makes little difference whether 
this is done by opening the check 
draft in the chimney, or done by 
opening the damper in the door, al- 
lowing the air to flow above the 
fuel bed. 

In the latter case, however, the 
air is drawn through the boiler and 
helps to cool off the boiler in addi- 
tion to checking the flow of air 
through the fuel bed. 

Detailed instructions regarding 
the economical operation of house- 
heating furnaces are given in cer- 
tain publications on the 


subject, 
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which may be obtained on applica- 
tion to the Bureau of Mines, Wash- 
ington, D. C. 





Coupon Invites Salesman to 
Come and Tell His Story. 
When a 
enters your shop to tell you what 
he wants, it will pay you to listen 
to him. 
Similarly, when a salesman comes 


prospective customer 


to your place of business to tell you 
what he has to sell, it ts likely to be 
to your profit to hearken to his mes- 
sage. 

We can learn a lot and gain much 
by listening. 

This is the idea back of the cou- 
pon which appears at the bottom 
of the full page advertisement of 
the Haynes-Langenberg Manufac- 
turing Company in the present is- 
sue of AMERICAN ARTISAN AND 
HARDWARE REcorpD. 

The coupon is addressed to that 
firm and simply states: 

“T will look for your salesman 
and listen to what he has to say.” 

Ample space is left for you to 
sign your name and address. 

Then all you have to do is to 
mail the coupon. 





Finds Warm Air Heater Special 
Full of Practical Helps. 


To AMERICAN ARTISAN AND 

HARDWARE RECORD: 

[ want to compliment you on 
your Warm Air Heater Special edi- 
tion. 

It is full of practical helps to 
heating men and I only regret that 
some hardware papers do not once 
in a while come out with an edition 
of equal value to all hardware mer- 
chants. 

Yours very truly, 
B. CHRISTIANSON, 
Assistant Secretary Wisconsin Re- 
tail Hardware Association. 
Stevens Point, Wisconsin, January 
16, 1922. 





Lack of ideas is often only the 
difference between thinking you 
have not time to think and making 
up your mind to think. 
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Practical Helps and Patterns for the Tinsmith. 


Aids to the Improvement of Craftsmanship and Business. 
News from Various Branches of the Sheet Metal Trade. 


PATTERNS FOR TEE INTERSECTING 
A SCALENE TAPER. 


By O. W. Keothe, Principal St. Louis Technical Institute, 

St. Louis, Missouri. Written especially for American Artisan 
and Hardware Record. 

In this problem we have a peculiar fitting, by de- 

veloping the parabola lines in plan in relation to the 
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Next describe the plan showing the large circle for 
base and divide in equal spaces. From points 1-2-3-4, 
also 2’-3’ draw lines to the apex X’. Observe we draw 
to this point since the elevation is straight on the back 
and the apex X would be in this point in plan. 

From points 1-2-3-4 of plan, erect lines to the base 
of elevation, and from here extend them to the apex X. 
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Patterns for Tee Intersecting a Scalene Taper. 


way the lines from the tee of elevation cross the radial 
lines, it is possible to say, a third view known as a 
diagonal face view. 

So we first draw the side elevation, making the bot- 
tom and the top bases to the desired sizes then extend 
the side lines to the apex X. 


Now notice that elevation line X-1 corresponds with 
X’-1, and that elevation line X-2 corresponds with plan 
line X’-2. In the same way elevation lines X-3 and 
X-4 correspond with plan line X’-3 and X’-4. 

Now by drawing the center line of tee of elevation 
and describing the section M equal to the diameter of 
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A-B, or whatever measurements are called for, and 
dividing this section in equal spaces, we project them 
parallel with center line to elevation. 

Observe where these branch lines cross the eleva- 
tion radial lines we must develop parabola lines in plan, 
‘so from elevation as in points a-b-c-d-e-f-g, we drop 
lines into plan vertically, to X’-1 in points a-b-c-d-e, 
etc. 

Next from points h-i-j-k-l-m of elevation drop points 
vertically to lines X’-2 and X’-2’ in plan as shown. In 
the same way drop lines from the points o-p-q-r-s-t-u 
from elevation onto lines X’-3 and X’-3’. 

This is also repeated with the points v-w-x-y-z, etc. 
which are dropped on the plan line X’-4. 

Now through these intersections thus made on these 
plan lines draw the parabola lines as shown. After 
this draw the axis line for tee in plan and reproduce 
section M as N with all its points and square lines into 
plan, thereby crossing parabola lines of similar number. 

This permits drawing the miter line in plan and gives 
the points of penetration between the tee and the cone 
in plan. 
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By erecting lines from thege points into elevation, 
branch lines, we thereby establish the intersections for 
that miter line as shown. From here on the pattern for 
tee can be developed much the same as all other tee 
patterns, by picking the lines from elevation or from 
A-B to those points in miter line, and setting them off 
into stretchout as shown. This gives the miter lice as 
the tee must fit on the cone 

But to lay out the body for cone we must deveiop 
the true lengths and for this we draw a vertical line as 
X”-T-1. From plan we pick the plan lines as X’-1, 
X’-2, etc., to X’-6 and set them as T-1-2-3-4, etc. 

Where the throat and heel of miter line in plan take 
place, we draw tangent lines from X’ te the «xtreme 
points as Y and W and these are also set in the true 
Icngths. Then by using X” as center we describe the 
arcs in their successive radius as shown. 

By picking the girth spaces from plan as 1-2-3-4, 
etc., we start with arc 1 and walk from one arc to the 
other as 1-2-3-4, etc. When the base line is traced the 
points W and Y are set in and the radial lines are 
drawn to X”. After this the opening can be described 
in place as shown, as well as the upper base developed. 








Contractors’ 


Sheet Metal 


Association of 


Columbus, Ohio, Helps Start Trade School. 


Enthusiastic Meeting Is Held and Five Hundred Dollars 
Given for Cost of Training School Tools and Equipment. 


no one else in the Association was 
as closely in touch with organiza- 
tion matters as Mr. Kaiser nor as 
capable of filling the office as well 
as he had, and that no one else 
would do for Secretary. 


A rising vote of thanks was given 





From the point of view of trade 
development, the most significant 
thing at the first meeting for the 
year of the Sheet Metal Contrac- 
tors’ Association of Columbus, 
Ohio, held Monday evening, Jan- 
uary gth, was the announcement of 
the completion of the work of the 
Trade School Committee. 

Thus, the year’s activities began 
with a whirl of enthusiasm. 

The program opened with a din- 
ner at 6:30 p. m. in the Hotel Chit- 
tenden. 

At the conclusion of the banquet 
and jolly and instructive speeches, 
the Trade School Committee re- 
ported that all arrangements had 
been completed for all the necessary 
tools and equipment to start a class 
in sheet metal mechanics on Feb- 
ruary Ist. 

The public schools of Columbus, 
Ohio, are cooperating with the sheet 
metal contractors’ association in 
this laudable enterprise. 

Classes will be under the direc- 


tion of Professor Appleman, Su- 
perintendent of trade schools of 
Columbus, and a corps of trained 
assistants. 

The Columbus Local voted $500 
toward the expense of equipping 
this school with the necessary tools 
and machines for the sheet metal 
trade. 

Officers for the ensuing term 
were elected as follows: 

President: J. W. Brazier; 

Vice-President: H. WEISEN- 
BERGER ; 

Secretary: W. J. Kaiser; 

Treasurer: F. H. Mirick. 

Directors: H. H. Hastert, H. 
BLacKwoop, and CLype Scort. 

W. J. Kaiser, who has served as 
Secretary for three years, stated 
that he was not a candidate for re- 
election in any circumstances. 

This started some friendly argu- 
ment which lasted for an hour, and 
finally resulted in Mr. Kaiser’s ac- 
cepting the office of Secretary again. 

It was unanimously decided that 


the retiring President, Arthur P. 
Lamneck, for his efficient service 
as executive officers for the past 
year and also to the other officers 
for their faithful performance of 
duty. 

The Columbus Local has started 
a membership campaign and expects 
this to be the banner year in the 
history of the association in matters 
of membership. 

Every member of the Local 
pledged his cooperation with the 
new Officers in their efforts to get 
all the sheet metal contractors of 
the city into the Association. 

The new Board of Directors was 
appointed by President Brazier as 
Entertainment Committee for the 
ensuing year. 

The Board of Directors has al- 
ready promised the members that 
they may confidently look forward 
to some surprising things in the way 
of entertainment during the year. 

The next regular meeting of the 
Columbus Sheet Metal Contractors’ 
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Association will be held January 
23d, starting with a 6:00 o'clock 
dinner and an open meeting for 
wives and friends of the members. 

The new Entertainment Com- 
mittee will spring the first surprise 
on the ladies and guests at that 
time. 

Thus far, the Committee has re- 
mained adamant to all the coaxing 
inquiries as to the nature of the sur- 
prise in store and has refused to 
give the faintest hint of its nature. 


Sioux City Sheet Metal Men May 
Join State Body. 

A special meeting is to be held 
Monday evening, January 23d, by 
the sheet metal contractors of Sioux 
City, Iowa, to consider the advis- 
ability of affiliating with the lowa 
Sheet Metal Contractors’ Associa- 
tion and the National Association 
of Sheet Metal Contractors. 

A meeting was held Friday even- 
ing, January 13th, at which George 
Harms, Fred Nesbitt, and Harry 
Hussie were present to explain the 
advantages to be derived from co- 
operation with the State and Na- 
tional Associations. 

The accession of the Sioux City, 
Iowa, Sheet Metal Contractors’ or- 
ganization to the State and National 
bodies would result in a distinct 
gain because of the high character, 
ambition, enterprise and craftsman- 
ship of the sheet metal contractors 
of Sioux City. 








Osborn Company’s Harmony Club 
Holds Annual Meeting. 

The Harmony Club, composed 
of the Sales Organization, Officers, 
and Department Heads of the J. 
M. & L. A. Osborh Company, 
Cleveland, Ohio, held their annual 
holiday meetings on Tuesday and 
Wednesday, January roth and 11th. 

All social features of the meet- 
ings were dispensed with at the sug- 
gestion of the Chairman, Mr. J. 
F, Reichert, who said for several 
reasons, principally business condi- 
tions in general, he deemed it ad- 
visable to stick strictly to business, 
and make the sessions concise and 


“peppy.” 
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Tuesday’s meeting consisted of 
afternoon and evening sessions with 
dinner at 6:00 p. m. at Hotel Cleve- 
land. 

Wednesday afternoon the elec- 
tion of officers was held with the 
following results: 

Chairman: A. W. Howe. 

Vice-Chairman: J. W. Harrison. 

Secretary: W. B. Osborn. 

Treasurer: H. C. Thomas. 

At this meeting also prizes were 
distributed to the three salesmen 
who won in the contest for new ac- 
counts from June 1st to December 
ist. I*. O. Carfer taking first, with 
H. J. Smith and L. B. Ticknor be- 
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ing tied for second. 

The officers of the Company, and 
several members responded to 
“Good of the Club.” It was the 
consensus of opinion that the worst 
of the present business depression 
has passed, and everyone seemed 
optimistic about the coming year, 
although it was made very impres- 
sive that competition would be very 
keen, and above all that honest-to- 
goodness hard work was necessary. 

The meeting adjourned at 6:00 
p. m. Wednesday, and the salesman 
left for their respective homes to 
be ready to start out on their ter- 
ritories Monday, the 16th. 


Jim Brown Learns That It Is Very Much to 
His Benefit to Do Business on Credit Basis. 


In Order to Do Business Successfully, Credit Must Be Got 
in a Creditable Manner; and That Implies Good Will. 


Written Especially for AMERICAN ARTISAN AND HARDWARE RECORD by 
J. C. Greenberg, Cleveland, Ohio. 


dissolved partnership. There was 
too much scrap in their business, so 
Jim decided to go in for himself. 
Jim, like a lot of other would-be 
business men, had his own ideas as 
to how to conduct a business, and 
he came to me to tell me of his in- 
tentions, and his good ideas. 

“Yep,” Jim said, “I am going into 
business all by myself. I am go- 
ing in to make good, and one of my 
main points shall be to buy for cash. 
I do not want credit, and I do not 
want to owe any jobber any money. 
When the year is up, I shall be 
clear of debt, and I shall call my 
soul my own. What do you think 
of that for a good idea?” 

“Jim,” I replied, “I do not think 
much of any business man who 
thinks that he can do business on 
a cash basis unless he has so much 
money that he does not know what 
to do with it.” 

“Do you mean then,” Jim asked 
in surprise, “that my idea of going 
on a cash basis is a bad one?” 

“Certainly I do, Jim,” I answered 
with assurance. “It is not a good 
plan. Credit is the thing, and plen- 
ty of it. You can not swing any 
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business on a cash basis.’ 

“What about discounting bills?” 
Jim asked. “Don’t you think that 
this two per cent is a good thing? 
I have two thousand dollars in cash, 
and I am sure that I will never do 
that much buying in any one month. 
I am sure that if I go on a cash 
basis it is the right thing. Just 
what have you against my plan?” 

“I have this against it, Jim,” I 
remarked, “If you pay cash all the 
if you ask for credit 
sometime, they will think you are 
broke, and will be afraid to trust 
you. They will get suspicious of 
you and refuse to give you credit.” 

“But I will not have to ask for 
credit, I am well heeled for money,” 
Jim insisted. 

“That may all be, Jim, just now,” 
T explained. “But as soon as your 
business grows larger, and you ex- 
ceed your capital, what will you 
do? You must remember that cus- 
tomers will owe you money right 
along, and you will not be able to 
collect every time. You will have 
money going out, and nothing com- 
ing in, then what will you: do?” 

“T never thought of that,” Jim 
admitted. 
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“Of course, you did not,” I 
agreed. “You must remember that 
business these days is done on cred- 
it—on a mere promise to pay. All 
business is that way. A note is a 
promise to pay. The government 
gives you a piece of green paper, 
and it is a promise to pay so much 
on demand. Everything almost is 
done on credit, and you should not 
try to alter the- established stand- 
ard.” 

“Then,” Jim asked in a puzzled 
manner, “what good really is mon- 
ey?” 

At this I was forced to laugh out 
loud. What good is money? Such 
a question from a grown man. 

“In the first place, Jim,” I ex- 
plained, “after you have your place 
fixed up and have all the tools in 
it, and get yourself a flivver, and 
have everything ready for business, 
your little pile of money will dwin- 
dle down a lot. Then, you will not 
find business so good, and you will 
have to eat ready cash till you get 
on a paying basis. So don’t think 
that you have a fortune in money. 
Establish a credit, and keep it up. 
That is my advice. What bank do 
you do business in?” 

“At the State National Bank,” 
Jim replied with pride. “It is the 
biggest bank in town, and I feel 
secure there. It is a real bank, and 
a very large one.” 

“Then, Jim, take your money out 
of it, and go to a smaller bank,’ I 
advised. “You are too small a po- 
tato to do business with the State 
National. Get with a smaller bank 
it will be better for you.” 

“T can’t see your argument at 
all,” Jim protested. “The State Na- 
tional is the biggest bank in town, 
and it really is a prestige to be 
there.” 

“All that may be true, Jim,” I 
agreed, “but here is my reason. You 
see a big bank like the one you deal 
with, is too cold-blooded. They do 
not really care whether you deal 
there or not. And when you ask 
for any kind of credit, they will 
turn you down bad. Better to bea 
good welcome customer in a small 
bank, than an unnoticed customer 
in a big one. Get with a bank that 


will have a little time to say, ‘good 
morning, Jim,’ to you, and feel the 
welcome smile of the cashier. Ina 
small bank you are their customer, 
but in a great big bank you are 
merely an incident. 

“Now, then, Jim,” I went on, “do 
this very thing with the firms you 
will establish yourself with. Don’t at 
the beginning buy from the largest 
firms. Get with a concern with 
whom your business counts for 
business not merely orders. Get 
with concerns who feel that a good 
risk means a lot, and every little 
dollar spent has its ‘thank you’ with 
it. After a while, as you grow big- 
ger, the salesmen of the larger con- 
cerns will be crazy to get you, and 
when they do, you will be a wel- 
come account with the big concern.” 

Jim just sat and smiled. 

He seemed pleased with just com- 
mon horse sense. 

“In establishing credit, Jim,” | 
went on, “make it your religion to 
be prompt in keeping your prom- 
ises. Be ever on time, and do not 
delay payment if you can help it. 
Remember that your promise to 
pay is your business life. Pay on 
time, save your discounts, and do 
business in a business way.”’ 

“IT just wondered when you said 
about me having a lot of money 
standing out and nothing coming 
in,’ Jim remarked. “Suppose this 
does happen, and I owe more mon- 
ey than I have then what?” 

“This is easy, Jim,” I replied. 
“Suppose a man owes you two hun- 
dred dollars and he says to you 
that all he has is fifty dollars just 
now, but that he will pay the rest 
in a short time, and he does pay you 
some money on account at close pe- 
riods, what would you think of 
him ?” 

“T would think that he was a 
well-meaning and honest man,” Jim 
replied. 

“That’s it exactly,” I said with a 
smile. “You would see that he is 
making an honest effort, and would 
be glad. Your jobbers and man- 
ufacturers will look at you in the 
same light, Jim. Your willingness 
to pay shows honesty and is appre- 
ciated by the credit man. As long 
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as you do your best, all credit men 
will be satisfied. Show honesty, 
and you show yourself to be a de- 
sirable account.” ° 

“By George!” Jim exclaimed with 
joy, “I am glad that I saw you. 
You have changed my views about 
business all round.” 





Sheet Metal Local Is Formed 
In Rock Island, Illinois. 


With gratifying timeliness, in 
view of the approaching state con- 
vention, a sheet metal Local has 
been organized in Rock Island, IIli- 
nois. 

It is to be known as the Rock 
Island-Moline-East Moline Sheet 
Metal Contractors’ Association. 

The new organization is prepar- 
ing to take care of the convention 
of the Illinois Sheet Metal Con- 
tractors’ Association, which is to 
be held in Rock Island March 8 and 
Q, 1922. 

The arrangements that they have 
already made warrant the predic- 
tion that they will surpass all for- 
mer arrangements for the entertain- 
ment and care of visiting delegates. 





Inland Steel Company Announecs 
Change in Official Staff. 

A formal announcement issued 
by the Inland Steel Company, Chi- 
cago, Illinois, gives the following 
information concerning changes in 
the official staff : 

“On account of the retirement 
December 31 of G. H. Jones from 
active service of the Inland Steel 
Company, Chicago, as First Vice 
President and General Manager of 
Sales, announcement is made that 
Edward M. Adams will be First 
Vice President and General Man- 
ager of Sales; Walter C. Carroll, 
Vice President, in charge of sales 
for the Sheet Division; Charles R. 
Robinson, Vice President in charge 
of sales for the Rail and Track Ac- 
cessories Division.” 

Mr. Adams has been with the In- 
land Steel Company for a number 
of years and has worked his way 
steadily upward from the bottom 
of the ladder to the position of Gen- 
eral Manager of Sales. 
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Charles R. Robinson, who has 
been elected Vice President and 
in charge of sales for the Railroad 
Track Accessories Division, was 
formerly general manager of sales 
of the Lackawanna Steel Company. 

He was formerly connected with 
the Inland Steel Company in a sales 
capacity. 





There Is Profit in Selling 
Sheet Metal Garages. 


Literally, there are millions of 
automobile owners who need gar- 
ages. 

A considerable percentage of 
them can be induced to buy sheet 
metal garages. 

Here, then, is an opportunity for 
profit which offers itself to the 
sheet metal contractor. 

He can buy these all steel struc- 
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All Steel Garage, Made 
by the Thomas & 
Armstrong Company, 
London, Ohio. 
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tures in standard size sections and 
erect them with speed and ease. 

An idea of the sturdy appearance 
of these all steel garages can be ob- 
tained from the accompanying il- 
lustration of the Buckeye “All- 
Steel” building, made by the 
Thomas & Armstrong Company, 
London, Ohio. 

These buildings are constructed 
of structural steel frames with 
heavy galvanized steel sheets. 

Sections are specially formed and 
the joints overlap in a manner 
which leaves no apertures for rain 
or wind to enter. 

They are especially suitable for 
storage buildings, | warehouses, 
equipment and farm buildings. 

They are easy to erect, of per- 
manent character and can be dis- 
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mantled and moved if desired. 

Buildings have no interior col- 
umns. Well designed roof trusses 
of structural steel, spaced 10 feet 
apart, carry the roof to the side 
wall columns. 

Doors are either of the sliding 
or hinged type. Windows are 
hinged at the top. Doors and win- 
dows may be placed where desired. 

Particulars and prices of these all 
steel buildings may be obtained by 
writing to the Thomas & Arm- 
strong Company, Department AA, 
London, Ohio. 


Points Out Flaw in Pattern for 
Double Offset Pipe. 


An error which is not so glaring 


in practice as it sounds occurred in 
the pattern for a double offset pipe 
in the issue of AMERICAN ARTISAN 





AND HARDWARE Recorp for Decem- 
ber 31, 1921. 

It was detected by William Neu- 
becker, author of “The Universal 
Sheet Metal Pattern Cutter” and 
other books on sheet metal. 

Mr. Neubecker writes as follows: 
“To AMERICAN ARTISAN AND 

HARDWARE REcoRD: 

“The pattern for the Double Off- 
set on page 124 of December 31st 
issue of AMERICAN ARTISAN AND 
HARDWARE REcorpD is not correct. 

“Before the pattern for the mid- 
dle piece of the offset can be devel- 
oped it is first necessary to find the 
true profile of the pipe in the diago- 
nal elevation, from which the 
stretchout is .obtained and then 
placed on the line O-O. 

“In your drawing you use the 
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girth of the horizontal pipes for the 
offset, which is incorrect. 


Very truly yours, 
WILLIAM NEUBECKER. 


srooklyn, New York, January 12, 

1922.” 

The above correction was called 
to the attention of O. W. Kothe, 
who remarks: 

“The suggested correction of Mr. 
William Neubecker, in the drawing 
of December 31st, for a double off- 
set pipe, is well taken. 

The oversight is inexcusable, 
since a modified section is necessary 
to determine the true girth for the 
middle piece. 

Some time later the writer will 
show another application of the fit- 
ting with the corrected treatment. 

Thanking Mr. Neubecker for 
bringing the oversight to our atten- 
tion, | am 

Very truly yours, 
O. W. Korue. 
St. Louis, Missouri, January 14, 
1922.” 


Secretary Kaiser of Ohio 
Association Urges Action. 
State Secretary W. J. 
Kaiser says: 

“All local 


members busy on a campaign for 


(“Bill”) 
secretaries, get your 


new members. 

“The Ohio Association must have 
200 more new members before the 
National association convention 
which meets in May. 

“Start a campaign now and keep 
it working until the date of the 
convention.” 

He says that you can also look 
for him or some of the state officers 
to call on your local association, and 
present the matter to you person- 
ally. 

“But don’t wait until then to start 
something. 

“Start right now and keep it up, 
and make your local meetings such 
that both old and new members will 
enjoy coming to them. 

“Other states are already work- 
ing hard and are getting a lead on 
Ohio. 

“Get out and hustle.” 

“Bill” also says to send to him 
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your per capita tax for both the 
State and National Association, in- 
stead of sending the National As- 
sociation tax direct to the National 
secretary. 

Bill will see that the National sec- 
retary gets his if you will see to 
it that Bill gets both the per capita 
tax. 

If any local secretary has any 
news of what his local is doing 
send it in to the State secretary. 
He wants to know what every local 
is doing. 

Also get ready for the State con- 
vention which will be held at Zanes- 
ville on July 18, 19, 20, 1922. 





Appoints Lincoln Steel Company 
As Selling Agent. 


Announcement is made by Joseph 
V. Arnhorst, Vice-President and 
Secretary of the Lincoln Steel Com- 
pany, Chicago, Illinois, that his 
firm has been appointed by the 
Pittsburgh Cold Rolled Steel Com- 
pany of Verona, Pennsylvania, to 
act as their agents in the Chicago 
district in the sale of cold rolled 
strip steel, flat wire, and so forth. 





Wisconsin Sheet Metal Men 
Meet in Milwaukee 


A meeting of the Wisconsin 
Sheet Metal Contractors’ Associa- 
tion was called at Builders’ and 
Traders’ Exchange, Milwaukee, 
Wisconsin, January 18th at 4:30 
p. m. with Charles Pansch, Presi- 
dent of the Association, Otto Geus- 
senhainer, Charles W. Warning, 
William Gallun, Paul L. Biersach, 
J. H. Geussenhainer, O. A. Hoff- 
mann, of the Association, and W. 
W. Wherry and Ellsworth C. Dun- 
ning of the Auxiliary present. 

It was decided that the Repub- 


lican House, Milwaukee, be selected . 


as headquarters of the Association 
during the Convention March 15th 
and 16th. 

Ellsworth C. Dunning, Treasurer 
of the Travelers’ Auxiliary, stated 
that his organization stood ready to 
offer entertainment including a ban- 
quet, to the members and delegates 
in attendance-at.the Convention. He 
said that the Travelers’ Auxiliary 


has fixed the evening of March 16th 
as the time for holding the banquet. 





More Zideck Articles Coming. 


The practical helpfulness of the 
articles on automobile radiator con- 
struction and repair which have 
been thus far published in Amert- 
CAN ARTISAN AND HARDWARE 
Recorp have attracted wide and 
favorable notice. 

Other articles in this series are 
in course of preparation by the au- 
thor, E. E. Zideck, and will be pub- 
lished in the forthcoming issues of 
AMERICAN ARTISAN AND Harp- 
WARE REcorRD. 

Careful study of these excellent 
instructions is recommended to sheet 
metal workers who are ambitious 
to develop their skill and enlarge 
their knowledge of the trade. 





Directors of Illinois Auxiliary 
Hold Business Session. 


Considerable business of import- 
ance to the progress of the sheet 
metal trade in Illinois was trans- 
acted at the recent meeting of the 
directors of the Travelers’ Auxil- 
iary to the Illinois Sheet Metal Con- 
tractors’ Association, held in Chi- 
cago, Illinois. 

In conformity with the unani- 
mous opinion of the‘ Board of Di- 
rectors, it was moved by E. W. 
Norman .and seconded by J. G. 
Holch that a permanent convention 
city be selected, and a proper reso- 
lution to that effect be prepared and 
submitted to the Auxiliary for final 
action. 

It was further determined that 
a meeting of the Auxiliary be called 
for each day of the Annual Conven- 
tion of the Sheet Metal Contrac- 
tors’ Association of Illinois to be 
held in Rock Island, Illinois, March 
8th and oth, and that the election 
of officers be held on the last meet- 
ing date. 

The Secretary of the Auxiliary, 
Frank I. Eynatten, of Peoria, IIli- 
nois, was instructed to give an in- 
vitation to the Local Association of 
Sheet Metal Contractors of Daven- 
port, Iowa, to attend the annual ban- 
quet of the Auxiliary at Rock 
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Island, Lllinois, during the forth- 
coming. Convention. 

The Illinois Travelers’ Auxiliary 
is now making preparations for dis- 
tributing a roster of names and ad- 
dresses of members of the Auxil- 
iary as well as of those of the IIli- 
nois Sheet Metal Contractors’ As- 
sociation. 

This booklet will be distributed 
to the members of both organiza- 
tions and, by this means, it is hoped 
that membership can be solicited 
with a greater degree of satisfaction 
and success. 

This method, together with the 
direct campaign that will be con- 
ducted by J. Harvey Manny of 
Manny Heating Supply Company. 
Chicago, Illinois, Chairman of the 
Membership Committee, will, it is 
believed, greatly increase the mem- 
bership of the Auxiliary. 











Notes and Queries 











Address of Western Valve Company. 


From Stove Dealers’ Supply Company, 
310 Chestnut Street, Milwaukee, 
Wisconsin. 


Will you kindly furnish us with 
the address of the Western Valve 
Company of Chicago? 

Ans.—7o1 West 
soulevard. 


“Golden Harvest” Cream Separator. 
From A. F. Schemmer, Rock Valley, 
Iowa. 


Can you tell me who makes the 
“Golden Harvest’? Cream Separa- 
tor? 

Ans.—Dairy Cream Separator 
Company, Lebanon, Indiana. 


Sheet Metal School. 


From Joseph C. Krebs, Humphrey, 
Nebraska. 


Will you kindly recommend me 
to a sheet metal school where I. can 
take a correspondence course? 

Ans.—St. Louis Technical Insti- 
tute, 4543 Clayton Avenue, St. 
Louis, Missouri. 


Address of Griswold Manufacturing 
Company. 
From Kenwood Hardware Company, 
1321 East 47th Street, Chicago, IIli- 
nois. 


Can you furnish me with the ad- 
dress of the Griswold Manufactur- 
ing Company? 

Ans.—Erie, Pennsylvania. 


Washington 
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Descriptive Index and Guide to New Patents. 


Improved Devices Which May Save Labor in Your Shop 
or Add Another Source of Income to Your Retail Store. 


1,397,200. Garbage Can. John 
E. Trottier, New York, N. Y. 
Filed Nov. 28, 1919. 


1,397,202. Wrench. Henry Butt, 
Versailles, Ohio. Filed April 16, 
1921. 

1,397,270. Washing Machine. 


Edward H. Dolder, 
Filed March 31, 1920. 
1,397,280. Stepladder. 
M. Graf, Kansas City, Mo. 

September 10, 1920. 


Serena, Il. 


Hubert 
Filed 


1,397,329. Gutter-Hanger. Max 
Rachlin, New York, N. Y., assignor 
to Patented Metalware Corporation, 
Brooklyn, N. Y., a corporation of 
New York. Filed November 20, 
1920. 


1,397,357. Cutting Tool. Wil- 
helm B. Bronander, Montclair, N. 
J. Filed April 5, 1919. 

1,397,398. Meat Chopper. John 
Wilson Brown, Jr., Philadelphia, 


ae i» 


















































Pa., assignor to The Enterprise 
Manufacturing Company of Penn- 
sylvania, Philadelphia, Pa., a cor- 


poration of Pennsylvania. Filed. 
November 16, 1920. 

1,397,440. Animal Trap. Karp 
Melnick, Plantsville, Conn. Filed 
January 12, 1920. 

1,397,457. Jar Holder. Hareld 


P. Rykken, Port Orchard, Wash. 
Filed December 4, 1920. 


1,397,459. Gate Fastener. Carl 
Schmele, Newell, S. D. Filed Sep- 
tember 14, 1920. 


1,397,462. Wrench. MHunter 
Smith, Jr., Seattle, Wash., assignor 
of one-half to James T. Lawler, 
Seattle, Wash. Filed May 21, 
1920, Serial No. 383,145. Renewed 
September 24, 1921. 

1,397,478. Flour-Sifter. Anna- 


belle F. Zook, Lewistown, Mont. 
liled February 1, 1921. 














1,397,508. Clamp. Alexis F. 
Gillet, Omaha, Nebr., assignor to 
Jubilee Manufacturing Company, 
Omaha, Nebr. Filed June 6, 1921. 


1,397,512. Culinary Implement. 
Herman M. Greener, Chicago, IIl. 
Filed September 27, 1921. 


1,397,530. Kettle. Hartwig A. 
Moork, Chicago; Ill., assignor of 
one-half to Alfred C. Moork, Chi- 
cago, Ill: Filed June 25, 1921. 

1,397,538. Magazine Loader. 
Charles A. Nelson, Utica, N.. Y., 
assignor to Savage Arms Corpora- 
tion, Utica, N. Y., a corporation of 
Delaware. Filed December 3, 1918. 

1,397,509. Butt and Set Gage. 
Axel Zetterman, New Britain, 
Conn., assignor of one-half to Ed- 
win Nelson, New Britain, Conn. 
Filed April 4, 1919. 

1,397,584. Combined Mop and 
Scrubber. George Jaciuk, Chicago, 


Ill. Filed August 11, 1920. 


1,397,462. 

















36 


Review of Conditions in the Metal Markets. 


General Situation in the Steel Industry. Report of 
Prices and Tendencies in Sheet Metals, Pig Iron, etc. 


DEMAND FOR COPPER IS 
ONLY MODERATE. 


KMAND from domestic con- 

sumers of finished products is 
only moderate, but some interests 
have tested the market for future 
delivery. Considerable buying is 
expected the latter part of March 
or possibly early in March. 

Extreme dullness continues to 
prevail throughout the trade. As 
a result the tone of the market for 
small lots is heavy. 

Any pressure to sell would prob- 
ably result in lower prices. 

On the other hand, outside of 
small lots that are available in the 
outside market, a strong tone pre- 
vails. 

Large producers are especially 
confident and are holding electro- 
lytic firmly at 14 cents delivered. 

A few small producers, especial- 
ly custom smelters are offering elec- 
trolytic at 137% cents delivered and 
might take orders at 1334 cents de- 
livered for prompt and January 
shipment. 

The taking up of these small lots 
would clear the situation. Produc- 
ers are especially encouraged by 
the fact that the supply of copper 
put aside for export in February 
last year has been reduced from 
400,000,000 to 275,000,000 pounds. 

Light demand from domestic con- 
sumers for a month or two is to be 
expected as sales in 1921 exceeded 
actual consumption by over 400,- 
000,000 pounds. 

In the next few months, there- 
fore, there must be brought about 
a balance by larger deliveries and 
smaller sales. 

Export demand has been of fair 
volume, principally from China, 
Japan and Germany. 

The Copper Export Association 
has been selling at from 14 to 14% 
cents c. i. f. European ports. 

Of course, the announcement 
that several large mines would be 


reopened for production at an ear- 
ly date has had some depressing 
effect on the market, but not enough 
to lower prices. 

As formerly reported, the Calu- 
met & Hecla, Isle Royale, Ahmeek 
and Allouez mines will be reopened 
April 1. 

The Davis-Daly Copper Com- 
pany will also resume production 
as soon as given fair smelting rates. 

The work of preparing the Bad- 
ger State, Leonard, Mountain View 
and Mountain Consolidated mines 
of the Anaconda Copper Mining 
Company for production was start- 
ed this week. 

Brass will have a good year, ac- 
cording to several members of the 
trade, who cite the return of many 
former consumers of that product. 

This return is particularly strong 
among the novelty manufacturers, 
who during the war were com- 
pelled to use steel, aluminum and 
other products due to the govern- 
ment’s uses for brass. 

Low inventories is another cause 
for hopefulness and will give an 
undertone to the brass market. 
Tin. 

A bear raid in tin on the Lon- 
don Metal Exchange Tuesday, 
January 17th, put prices down ap- 
proximately £1 15s, while the do- 
mestic quotations were off in sym- 
pathy with losses for the day rang- 
ing from % to 1 cent a pound. 

Sterling exchange was fairly 
firm and the equivalents of the Lon- 
don prices suffered a decline of 
from 30 to 35 points. 

Chicago prices declined during 
the week. Pig tin is now quoted 
at 35 cents and bar tin at 37 cents 
per pound. 

The Far Eastern market was off 
£1 10s. 

There is a very fair demand 
springing up from tin-plate produc- 
ers who have booked large orders 


for their product during 
weeks. 

The Straits and Dutch East In- 
dian governments have recently 
floated loans ample for their pres- 
ent financial needs and are still de- 
termined not to sell their large sur- 


pluses of tin at a loss, which rather 


recent 


minimizes this bear factor in the 
market. 

On account of the large visible 
supply of pig tin, mills have not 
covered their needs as far ahead as 
usual. 

Other uses than tin plate do not 
appear to be active. 

The plate business probably will 
bring about tin business for solder 
at a later time. 


Solder. 


An increase of 25 cents per hun- 
dred pounds has been made in Chi- 
cago prices of solder. , 

Quotations now prevailing are as 
follows: Warranted, 50-50, per 
hundred pounds, $22.50; Commer- 
cial, 45-55, per hundred pounds, 
$21.00; and Plumbers’, per hun- 
dred pounds, $20.00. 


Lead. 


The lead market is quiet. 
275 tons of base bullion was re- 
January 17th, 


Some 


ceived Tuesday, 
from Mexico. 

Joplin advices state that with out- 
put of lead or below demand the sit- 
uation continues very acute in that 
section, and while $60 basis is nom- 
inally reported rumors of higher 
prices are regularly circulated. 

Lead ore shipments from the 
Joplin district last week were 917 
tons, as against 3,226 tons the week 
before, while shipments so far this 
year aggregate 4,143 tons, as com- 
pared. 


Zinc. 


The situation in the zinc market 
is not marked by any noticeable ac- 
tivity. ; 

Reports from the galvanizers in- 
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dicate littke movement in galvan- 
ized sheets. 

Their operations in this line are 
as small as they have been in the 
past eight weeks and as heretofore 
they are pursuing a very conserva- 
tive course in contracting for zinc. 

A better domestic demand is 
looked for later this month; and 
the market, which is holding fairly 
steady in spite of dullness, would 
quickly respond to any such activ- 
ity. 

In Chicago the price of zinc slabs 
fell off 10 points, the quotation now 
being $5.20 per hundred pounds. 


Sheets. 

There is a widespread demand 
for sheets from the jobbing trade, 
but the orders are individually 
small and represent a wide variety 
of specifications. 

Jobbers and manufacturing con- 
sumers are alike in being indis- 
posed, thus far, to put any material 
into stock. 

They are ordering in hand to 
mouth fashion and piecing out their 
stocks almost weekly. 

The cause of this condition might 
be apprehension on the part of buy- 
ers as to the future of prices, but 
the more probable explanation is un- 
certainty on the part of buyers as 
to how their trade wiil develop. 


Tin Plate. 


The tin plate market is well main- 
tained on the basis of $4.75, con- 
cessions being rare and perhaps not 
as plentiful as they used to be in 
years before the war when the mar- 
ket was regarded as satisfactorily 
steady, and even for the largest or- 
ders the concessions when made 
are very small. 

The trade has not gotten over 
feeling bad about the action of In- 
terstate Commerce Commission in 
advancing certain rate on tin plate 
to Atlantic seaboard points in order 
to equalize with New York, when 
what the trade wanted in making 
complaint was that the rate to New 
York should be reduced, for the 
purpose of equalization. 


Old Metals. 


Wholesale quotations in the Chi- 
cago district which should be con- 
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sidered as nominal are as follows: 
Old steel axles, $13.50 to $14.00; 
old iron axles, $18.50 to $19.00; 
steel springs, $13.75 to $14.25; No. 
1 wrought iron, $12.50 to $13.00; 
No. 1 cast, $12.90 to $12.50; all 
per net tons. Prices for non-fer- 
rous metals are quoted as follows, 
per pound: Light copper, 7% cents ; 
light brass, 4'4 cents; lead, 3% 
cents ; zinc, 2 cents; cast aluminum, 


g'4 cents. 


Pig Iron. 

If 1922 can continue improving 
at the pace set during the past sev- 
en days, it will be a much happier 
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and more active year for the iron 
industry, according to the market 
report of Rogers, Brown & Com- 
pany, Cincinnati, Ohio. 

A more optimistic feeling is ap- 
parent throughout the entire coun- 
try. This optimism is being ex- 
pressed in orders from Western 
consumers to greater extent than 
from those along the Atlantic Coast. 

No large contracts are being 
made, but more and more of the 
consumers who went through the 
entire year without purchasing a 
pound of iron, are entering the mar- 
ket for their first quarter require- 
ments. 


Further 


Declines in 


is Slight. 


From the Present Outlook, the Rate of Production Between 
Now and April:/st Will Not Pass Below 20,000,000 Tons. 


Three weeks of the new year 
have passed without the steel situa- 
tion having any untoward develop- 
ments, and yet without the market 
having had much support by way 
of actual buying. 

The steadiness of steel is decided- 
ly noteworthy, considering how 
prices dropped in 1921 with one 
dull thud after another and consid- 
ering how light the actual buying 
demand is at present time. 

Probably the situation is that the 
steel makers have found themselves 
and have decided each for himself 
what he will do and what he will 
not do. 

Price slashing, even slashing that 
was quite regardless of cost, did 
not create business in 1921, but a 
price that was below cost a few 
months ago is not necessarily be- 
low cost now. 

There have been important re- 
ductions in costs. Probably costs 
are not declining now, but some 
very good work has been done. 

Considering the things the pro- 
ducers can not get around, such as 
freight rates, taxes and wages, pres- 
ent steel prices are very low, and 
with most products they would be 
below cost if mills had not found 


some ways in which they could 
economize as compared with their 
cost position in 1913. 

It was said a year ago that while 
in 1920 costs made selling prices, 
in 1921 selling prices would make 
costs, and that is what has occurred. 

Probably there are some mill 
products in which there can be 
further price liquidation of some 
consequence, but taking the general 
run of products sold by the steel 
industry they are at prices relative 
not merely to present cost of pro- 
duction but prospective cost of pro- 
duction in the next three to stx 
months that justify buyers restor- 
ing their stocks to such proportions 
as are desirable for efficient and 
economical conduct of their busi- 
ness. 

Several smaller mills that were 
closed in the late days of last year 
have resumed in the past week, and 
some of the larger mills are operat- 
ing a trifle heavier. 

From the present outlook, the 
rate of production between now and 
April 1st will not pass below 20,- 
000,000 tons or above 25,000,000 
tons, with this qualification, that if 
buyers generally turn in to replen- 
ish stocks the production may go 


higher. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected weekly. 





METALS 





PIG IRON, 


-19 00 to 19 50 
22 56 to 23 16 


Chicago Foundry .. 
Southern Fdy. No. 2, 


Lake Sup. Charcoal..31 50 
BERITORRIS .ncccccces 19 00 
FIRST wat BRIGHT 
PLATES. 
Per Box 
Ic 14x20 112 sheets $ 9 65 
ix R4EBO. cccccccs ce 33.6 
Ixx BORED sc ccccesase 12 30 
Ixxx BERD. cccccccces 13 65 
[XXXX 14x20....... wc SS 
Ic BOSS. ccccceces - 19 30 
Ix SOREE .cccccscecs 22 10 
(xx SONGS. ccccsccace 24 60 
(xxx 20x28..... ° -- 27 30 
EEX . BOERS. ccccccces 36 10 
COKE PLATES. 
Cokes, 180 Ibs.... 20x28 $11 80 
Cokes, 200 ibs.... 20x28 12 00 
Cokes, 214 Ibs....IC 20x28 12 35 
Cokes, 270 Ibs....IX 20x28 14 10 


BLUE ANNEALED SHEETS. 


MOSS <cccccessec per 106 lbs. $3 38 


ONE PASS COLD ROLLED 
BLACK. 


No. 18-20....... per 100 Ibs. $3 95 
No, 22-24....... per 100 lbs. 4 00 
Be Bhs ccvwconss per 100 lbs. 4 05 
Arr per 100 Ibs. 4 10 
We. BB. ccccccocs per 100 lbs. 4 15 
We. BB. cccccoces per 100 Ibs. 4 25 
GALVANIZED. 
He. Weccccccees per 100 lbs. $4 40 
No, 18-20....... per 100 lbs. 4 55 
Be. BO-B4. cscs per 100 lbs. 4 70 
We. 96. ccccccece per 100 Ibs. 4 85 
BR. Bow ccocccave per 100 lbs. 5 00 
PA BB. cccccsone per 100 Ibs. 5 15 
We. BO. cccceccccs per 100 Ibs. 5 65 
BAR SOLDER. 
Warranted. 
SW ceccceen per 100 lbs. $22 50 
Commercial, 

45-55 ........ per 100lbs. 21 00 
Plumbers ...... per 100 lbs. 19 75 
ZINC, 

PE RE scan aedescvienesdd $5 20 
SHEET ZINC. 

Ce, FR, GOORIN sc kc icécness 9%e 
Less than cask lots........... 10¢ 
COPPER. 

Copper Sheet, mill base....$0 21 
LEAD. 

Bebettean FES. 2cccccescesces $4 85 
i” pievhieerenawe 60eeseee - & 60 

Sheet. 
Full coils......per 100 lbs. $7 80 


Cut coils......per100Ilbs. 8 06 


Pig tin 
Bar tin 


HARDWARE, SHEET 
METAL _ SUPPLIES, 
WARM AIR HEATER 
FITTINGS AND AC- 





CESSORIES. 
ADZES. 
Coopers’. 

DE ccuecena 6qe6ee0sees Net 
DD  ctumeed satdecntsedend Net 
ALARM CLOCKS. 

Per doz. 
Big Ben and Baby Ben...$28 80 
pT PPP Pere TT TT TTT Te 13 66 
WRROGS cccces gs cadeaeboenes 28 50 


AMMUNITION. 
Shells, Loaded, Peters. 
Loaded with Black Powder 18% 
Loaded with Smokeless 


POWGEE occcccccesece +++ 18% 
Winchester. 
Smokeless Repeater Grade, 
i<~tehaneesshasesawen 10 & 4% 
Smokeless Leader Grade, 
(MASSES OOeNEES 0 & 4% 
Black Powder.........10 & 4% 
U. M. C. 
Be Gs « ow ecceszsvn 10 & 4% 
BIGOD cccccecesecsceces 10 & 4% 
WOW Gee cctccccceses 10 & 4% 


Gun Wads—per 1000. 
Winchester 7- 8 gauge 10&7%% 
* 9-10 gauge 10&7% % 


” 11-28 gauge 10&7%% 
Powder. Each 
DuPont’s Sporting, kegs.$11 25 
245 % kegs. 3 10 
DuPont's Canisters, 1-lb. 56 
kegs. 22 00 

” % kegs 6 75 

= canisters 1 00 
Hercules “E.C.,” kegs..... 22 50 


Hercules “‘Infallible,” 25 can 
GPUS cccccccocvesccese -- 22 00 


Hercules “Infallible,”’ 10-can 


GPUMES ceccececescce ° 9 00 
Hercules “E.C.” and “Tnfal- 
lible,” canisters ....... ee 1 00 


Hercules, W. A. 30 Cal. Rifle, 
canisters 


Hercules Sharpshooter Rifle, 
canisters 


Hercules Bullseye Revolver, 
GENES accecctsnscccoes 1 00 


ASBESTOS. 
Paper up to 1/16...... 10c per Ib. 
Millboard 3/32 to %..10%c per Ib. 


Corrugated Paper (250 
i Wed 6eeeesees $6.50 per 100 Ibs. 


Rollpeard .ccccccsceses llc per Ib. 


AUGERS. 
Boring Machine 40 @ 40&10% 


Carpenter’s Nut ............. 50% 


Hollow. , 
Bonney’s........ per doz. $30 00 


Post Hole. 
Iwan’s Post Hple and Well 
ane es. Het ‘sg and 5% 
Vaughan’ s, 4 to 9 
without handles a doz. $14 00 


Ship. 
De nenekeerencdenseued -Net 
AWLS. 
Brad. 
No. 3 Handled...per doz. $0 65 
No. 1050 Handled ” 1 40 
Patent asst’d,ito4 “ 85 


Harness. @ 
CORNER cicicccd per doz. $1 05 
Pern ” 1 00 

Peg. 

Shouldered ..... - 1 60 
Patented ....... = 75 
Scratch. 
No. IS, socket 
ManGies .occcecs per doz. $2 50 
No. 344 Goodell- 
Pratt, TSC BOB. cccccce 35-40% 


No. 7 Stanley....per doz. $2 25 


AXES. 


First Quality, Single 
Bitted (unhandled), 
S Tie POF GOBcccccccceccs $14 50 


Good Quality, Single 
Bitted, same weight, per 


doz. 13 00 


BAGS, PAPER, NAIL 
Pounds .. 10 16 20 25 
Per 1000..$5 00 6 50 750 9 00 


BALANCES, SPRING, 
Universal. 
Sight Spring..... List less 25% 
Beret .cccccces List less 25% 


BARS, WRECKING. 


TW. Ge DTK Be vccacccesecs $0 45 
We Ge ee Dien edcccncesns 0 75 
TV. Te Bh TO Bbc dsctccccss 0 80 
Fe GB Be BR. Bie ccvcccccsves 0 85 
T. & Be BM Gee ssccccesens 0 90 
BEATERS, 

Carpet. Per doz. 
No. 7 Tinned Spring Wire.$1 10 
No. 8 Spring Wire Cop- 

ee eee arr 1 50 
Be GS PO ccccccccese 1 75 
BELLS. 

Call. 

3-inch Nickeled Rotary Bell, 
Bronzed base..per doz. $5 50 

Cow. 

PT cnccocsavecaues 33% % 

Door. Per doz. 
New Departure Automatic. .Net 

Rotary. e 
3 -in. Old Copper Bell..... Net 
3 -in. Old Copper Bell, 

ST swceeesesensesces Net 
2 -in. Nickeled Steel Bell. .Net 
3%-in. Nickeled Steel Bell. .Net 

Hand, 

Hand Bell, polished........ 

$uateeceeeneee List plus 15-10% 
White Metal...List plus 15-10% 
Nickel Plated.List plus 10% 
ee ee ee ee ee Net 

Miscellaneous. 

Church and School, steel 
GD wa edacsnnesesences 30% 
Farm, lbs... 40 50 75 #8 100 
Each ....$3 00 3 75 5 50 7 25 
BEVELS, TEE. 

Stanley’s Rosewood handle, new 
list eeccccccecce seenenn Nets 

Stanley iron handle......... Nets 

BINDING CLOTH. 

BIRO ccccccccccccctcccoescecs 55% 

WORE scccccce oveseccee +020 240% 

PGR, PMNS ccccccccccceses 60% 


BITS. 
Auger. 
Jennings Pattern........... Net 
POO Gi ckcesevas List plus 5% 
Ford’s Ship....... “ “* 6% 
BPWEM cc ccccccccccscccccce 35% 
Russell Jennings. . --+-Plus 15% 
Clark’s Expansive........ 33% % 
Steer’s “‘ Small list, $22 00..5% 
” * Large “ vas 00. 3% 
eae 35% 
Ford’s Ship Auger pattern 
GOP ccceccscceccs List plus 5% 
G «aweeenstavendseeedacd 10% 
Countersink. 
No. 18 Wheeler’s..per des. $2 25 
No. 20 - 3 00 
American Snailhead 1 75 
= Rose = 2 00 
” er ™ 1 40 
Mahew’s Fiat .... 1 60 
= Snail .. si 1 90 
Dowel. 
Russe] Jennings ...... plus 20% 
Gimlet. 


Standard Double Cut Gross $8 40 
Nail poe Single 
a Gross $4 00—$5 00 
Reamer. 


Standard Square....Doz. $2 50 


American Octagon... “ 2 50 
Screw Driver. 

No. 1 Common....... Each 18c 
No. 26 Stanley........ Each 70¢ 
BLADES, SAW. 

Wood. 
Atkins 30-in. 
ae 6 40 26 
$8 90 $9 45 $5 40 


ee 30-in. 
BOOS. ccccee 6 
$9 45 $10 “Os ss “6 


BLOCKS. 

WOOGEN .ccccccccccccccccece 20% 
WEEE cc ccceceee eccceeseses 20% 
BOARDS. 

Stove. Per doz 
26x26, wood lined....... $14 45 
28x28, ™ ” senna 16 95 
30x30, a 7 shone ed 19 00 
26x26, paper ined vere 8 15 
28x28, = © weeaees 9 10 
30x30, - e emaiid 10 80 

Wash. 

No. 760, Banner Globe 

(single) ..... --per doz. $5 25 
No. 652, Banner Globe 

(single) ....... per doz. 6 75 


No. 801, Brass King, per doz. 8 25 


No. 860, Single—Plain 
PUMP ccccccccccccceses 


BOLTS. 
Carriage, Machine, etc. 


Carriage, cut thread, 
and sizes smaller 
BHOrter ..cccccccccsccces 60% 

Carriage sizes ~ neal nd 
longer than %x6.. “60- 10% 


Machine, %x4 and 
smaller and shorter... is 10% 


Machine, sizes larger and 
longer than %x4.......50-5% 

BOGGS ccceccccececsceecese 75-10% 
Mortise, Door. 

Gem, iron ........- esceeeoe 5% 

Gem, bronze plated....... --5% 
Barrel. 

Geet ccccces eedeee achaetandl Net 

Wrought ...cccccscsescsesss ” 

Wrought, bronzed ......--- - 

















